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LIFE FIGURES REFLECT 
FLORIDA LAND BOOM 





October Production Increased 122 
Percent in That State Over 
Year Ago 


BIG INCREASE IS GENERAL 


Eleven States Show Better Than 30 
Percent Growth—All Sections 
Improved 





HARTFORD, CONN., Nov. 25—The 
amount of ordinary life insurance pur- 
chased in the United States in October 
is 17 percent ahead of the corresponding 

® month of last year, according to a report 
just published by the Life Insurance 
Sales Research Bureau. During this 
month, $668,794,000 of new business, 
which is an increase of $97,000,000 over 
the sales of October, 1924, was delivered 
and paid for by companies having in 
force 88 percent of the total life insur- 


ance in all the United States legal 
reserve Companies. 


West South Central Leads 


_ Every section of the country shows 
improved conditions. The increases in 
the various sections range from 8 per- 
cent in the west south central section 
to 26 percent in the south Atlantic 
section. 

So widespread is the evidence of good 
business conditions that practically 
every state in the country shows a gain 
over the record of a year ago, although 
there is a wide variation in the records. 
Eleven states, which are listed below, 
show increases of 30 percent or more 
in sales for October: Florida, 122 
percent; New Hampshire, 65 percent; 
District of Columbia, 51 percent; Rhode 
Island, 43 percent; Idaho, 41 percent; 
North Carolina, 41 percent; Wisconsin, 
41 percent; Mississippi, 40 percent; 
Maine, 35 percent; Minnesota, 35 per- 
cent; Arkansas, 32 percent, The amount 
of insurance purchased the first ten 
months of this year amounted to 
$6,625,727,000, an increase of $821,000,000, 
ang percent over the same months of 

Gain in All Sections 


Prey sections of the country share in 
pone general gain. The west north cen- 
tal section leads with a gain of 17 
Percent. This section comprises the 
mutes of Minnesota, Iowa, Missouri, 
North Dakota, South Dakota, Nebraska 
and Kansas. 
for sactically all the states show gains 
r the first ten months of 1925. Florida 
a in the cumulative comparison with 
5 ge of 73 percent over the correspond- 
'§ Period of 1924. This gain is a 
Probable outgrowth of the widely dis- 
cussed land boom in Florida. 


Canadian Gain 12 Percent 


pure smount of ordinary life insurance 
eo = Canada in October is 12 
a ahead of the corresponding 
last year. During this month, 
(CONTINUED ON PAGE 8) 





LIFE INSURA 


START UNIVERSAL LIFE 


—_—————— 


IS CHIROPRACTORS’ 


Begin Business With Plans for Rapid 
Expansion in Missouri and Other 
States At Early Date 


COMPANY 





ST. LOUIS, MO., Nov. 25.—The 
Universal Life of St. Louis has started 
writing business in Missouri. Officials 
of the company anticipate that the writ- 
ten volume for the balance of this year 
will exceed $1,000,000 and they expect 
to exceed $10,000,000 in 1926. 


The company was organized by Ed- 
ward G. Rolwing and Harry W. Shafer, 
who were connected with the Standard 
Life of Decatur, Ill, prior to the mer- 
ger of that company with the Interna- 
tional Life. Mr. Rolwing is president 
of the Universal Life and Mr. Shafer 
secretary. Walter R. Kimzey, president 
of the First National Bank of Mount 
Carmel, Ill., who also was formerly with 
the Standard Life, is treasurer. The 
other officers of the company are for 
the most part doctors of chiropractic 
and approximately 200 stockholders of 
the company are chiropractors. The 


company will also use chiropractors to | 


make physical examinations of appli- 
cants for insurance in all communities 
in which there is a competent chiroprac- 
tor. 

Dr. M. Guy Mullen, physical direc- 
tor and first vice-president, formerly was 
dean of the St. Louis Chiropractor Col- 
lege. He is alsoan M.D. Other officers 
are: Dr. Waldo G. Peohner, Chicago, 
second vice-president; Dr. St. Elmo C. 
Oyer, Buffalo, third vice-president; Dr. 
Joseph F. Eilers, St. Louis, assistant 
treasurer; Dr. Louis Litsch, St. Louis 
assistant secretary; Dr. Thomas F. Ma- 
her, St. Louis, assistant secretary; 
Joseph F. Dickmann, St. Louis, counsel 
and Henry G. Sellman, actuary. The di- 
rectors are F. G. Rolwine. chairman; 
Dr. Mullen, H. W. Shafer, J. F. Dick- 
mann, W. R. Kimzey, William E. Tully, 
Dr. Poehner, Harry L. Ruckstuhl and 
W. D. Lumpp. Mr. Lumpp, formerly 
with the Standard Life but. for the past 
two years with the Peoria Life as gen- 
eral agent in St. Louis, Mo. has been 
named director of agents for the Uni- 
versal Life. He has already established 
general agencies in Kansas City and in 
St. Louis. 

The home offices have been opened 
at 700 Times building. The company is 
capitalized for $100,000 with an equal 
amount of surplus. For the time being 


it will confine its operations to this 
state, but plans soon to enter other 
states. In anticipation of this expan- 


sion steps have been taken to increase 


the capital and surplus to $200,000 each. | 


Forms of Policies 


It will write all of the standard forms 
of non-participating policies. It is put- 
ting out two specials, one a modification 
of the guaranteed dividend coverage 
convertible into an endownment, 20-pay 
life, etc., and the other a special endow- 
ment at age 60. It will also include 
a special accident rider for its policies 
for $1 per $1,000 extra. This accident 
protection is in addition to the double 
indemnity and disability features of its 
policies. The accident insurance will be 
re-insured with the Federal Life of Chi- 
cago. It is similar in form to the news- 
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LIQUIDATION IS SOUGHT 





OMAHA COMPANY IN COURTS 





Commissioner Dumont Would Take 
Over Mutual Interest Life and 
Wind Up Affairs 





OMAHA, NEB., Nov. 25.—Commis- 
sioner Dumont has begun action in the 
district court here against the Mutual 
Interest Life of Omaha, asking an order 
requiring it to show cause why the state 
bureau should not take over its property 
and records and wind up its business. 
He also asks that the officers be re- 
strained from interfering with the bu- 
reau in carrying out such an order. 

The Mutual Interest was organized 
more than a year ago under a plan de- 
vised by Edwin T. Swobe, its head, and 
which received the approval of Mrs. M. 
A. Fairchild, then bureau chief, Septem- 
ber 5, 1924. Under this approval it had 
state authority to go ahead and organize. 


Restraining Order Issued 


It is contended by Mr. Dumont that 
the company has never perfected its or- 
ganization and that it should no longer 
| be permitted to continue in business. 
| The restraining order has been issued 





by the district court, and an early hear- 
ing is scheduled. 

The directors of the company are Ed- 
win T. Swobe, C. C. Criss, Guy 
Kramer, Charles F. Greuning and James 
Allen. The commissioner says that while 
the officers claim the company is still in 
process of organization, it does not have 
a license from the state to conduct busi- 
ness and is operating under a presumed 
authority to solicit applications for poli- 
cies, with the understanding that all lia- 
bilities under such policies are to be re- 
insured immediately. This license did 
not become operative until 200 applica- 
tions had been received. 

It is alleged that the company has 
failed to qualify for a license, that it has 
not received 200 applications for poli- 
| cies, that its liability under policies has 
not been adequately reinsured, nor has 
the company provided the necessary re- 
serves and protective surplus required by 
law for protection of policyholders. 
These allegations are based on a report 
of Gtry Patten, examiner, who found out- 
standing among other things an unpaid 
claim of $132.92 for an examination by 
the bureau; that the company had a bank 
| balance of but $63.29 on October 13; 
| that it has been issuing notes in pay- 
ment of its obligations; that the direc- 
tors, with the exception of Mr. Swobe, 
have agreed that there is little chance of 
obtaining 200 applications for policies; 
that there is dissatisfaction among the 
directors and that several have tried to 
resign. 











paper accident policies issued by that 
| company but somewhat broader and 
more elastic. 

Because of its recognition of the chir- 
opractors it is anticipated that the new 
company will receive much support 
from the men and women practicing 
that profession. There are 42,000 grad- 
uate chiropractors in this country of 
whom about 30,000 are actively prac- 
ticing. There are 60 chiropractic col- 
leges in operation at present. 
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HOMMEYER CHOSEN TO 
HEAD AGENCY OFFICERS 


Superintendent of Agents of Union 
Central Elected Chairman at 
Chicago Meeting 


LINTON IS BUREAU HEAD 


Provident Mutual Official Named—H. B. 
Arnold of American Life Convention 
Warns on Competition 


New officers for the coming year 
elected by the Life Agency Officers As- 
sociation at its meeting in Chicago last 
week are Charles Hommeyer, superin- 
tendent of agents of the Union Central 
Life of Cincinnati, chairman; H. H. 





CHARLES HOMMEYVER 
Chairman Life Agency Officers 


Armstrong, superintendent of agents of 
the Travelers, vice-chairman; Loriman 
P.. Brigham, National Life, Vermont, 
was reelected secretary-treasurer. 


The Life Insurance Sales Research 
Bureau held its meetings in Chicago 
at the same time, as usual, and also 


elected new officers. Those elected are 
M. Albert Linton, vice-president of the 
Provident Mutual Life, as chairman and 
W. J. Arnette of the Volunteer State 
Life as vice-chairman. 


Set Date for Next Year 


The place of meeting for next year 
was decided upon to be the Edgewater 
Beach hotel, the same as this year. The 
dates are Nov. 15-16, which are between 
Armistice Day and Thanksgiving Day. 

The sessions were well attended 
throughout, there being over 200 regis- 
trations. Oliver Thurman, chairman of 
the Life Agency Officers Association, and 
agency superintendent Mutual Benefit, 
proved himself a capable presiding offi- 





cer, as did Charles Hommeyer, who suc- 
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ceeds him as chairman, and who was 
chairman of the Research Bureau. 


H, B. Arnold’s Address 


At the last day’s session, in addition 
to the regular program there was an 
address by H. B. Arnold, president of 
the Midland Mutual Life, who is presi- 
dent of the American Life Convention. 
Mr. Arnold said in part: 

“The life insurance business is keenly 
competitive. Keen competition is always 
to be encouraged, and in the life insur- 
ance business is positively helpful. Ex- 
perience has demonstrated that the more 
companies which are competing, the 
more business does each company do. 


Limitations on Competition 


“Yet notwithstanding this, in the riv- 
alry of competition it should be remem- 
bered that there are limitations beyond 
which competition should not go. The 
relation of the company official and of 
the agents to the policyholders and to 
their beneficiaries, is essentially that of 
trusteeship. In no business transaction 
do men think less of self and so much 


of their families, as in paying life insur- 


ance premiums. Life insurance is now 
so much a part of our social and econ- 





M, ALBERT LINTON 
* Chairman Research Bureau 


omic life that a man applies for a policy 
with an almost blind confidence in the 
institution, which in the particular case 
means in the company with which he 
has a policy. In other business relation- 
ships transactions are current, or of rel- 
atively short duration. In life insurance 
the relationship is one which it is antici- 
pated will cover a long period of years, 
and where the benefits come, not gen- 
erally to the policyholder who pays the 
premium, but to those for whom he 
wishes to make provision after he has 
passed beyond. 


Should Adhere to Proven Methods 


“May I say a word of warning as to 
competitive methods, which are to be 
carefully scrutinized. The strife for 
business, the desire for abnormal growth 
and development, and the pride in do- 
ing things, sometimes make us forget 
the landmarks which in the life insur- 
ance business should guide us on the 
safe road. In attending meetings of 
counsel for life insurance companies, as 
I have done for years, I have always 
been impressed with the desire of coun- 
sel to do things for the good of our pol- 
icyholders in the big, broad way, rather 
than to be striving for advantage in do- 
ing things that may be dangerous. Com- 
petition and the desire for accomplish- 
ment are of course felt more, and are 
more controlling, in the agency depart- 
ment. However, it is just as important 
in this department as in the general con- 
duct of the business that the tried and 
safe things shall be adhered to, and that 
the dangerous experiments should be 
avoided and vicious practices and 
methods should be eliminated. No solid 
and permanent growth is ever attained 
at the cost of destruction of or injury 











LIFE INSURANCE AS SEEN BY ONE 
OF SOUTHWEST’S LEADING MINISTERS 





By DR. L. D. YOUNG 
Abbey Presbyterian Church, Dallas 


It rings like the gold 
standard. It has a fixed place in our 
vocabulary, is here to stay. Insurance 


does not live in the twilight but in the 


noon-day glory, dwells no longer in the | 


debatable zone but in moral certainty. 
It is one of the established institutions 
of society. As long as society exists in- 
surance will be necessary. 

Insurance is not a substitute but a 
regular, is not kept on the side lines by 
a suspicious public sentiment but par- 
ticipates in the game of life every day 
and everywhere. Nothing will take the 
place of insurance in a well-regulated 
order of things, made up of thoughtful 
men and lovely families. 


Insurance Is Necessity 


Insurance is not a luxury but a neces- 
sity, a staple article, one of those things 
which a man must take into account. In 
the making of an annual budget insur- 
ance should be sure of its place. Just as 
groceries, taxes and charities have a 
place in the budget, so insurance should 
be annually included. 

Insurance is largely a matter of sales- 
manship. The argument has already 
been made. The reasons have been re- 
corded. Insurance is a good thing and 
buyers are in the market. It is our busi- 
ness to sell our company and the policy 
which meets their peculiar needs. A 
good line of talk by a man who knows 
his stuff, backed by sterling character, 
will sell insurance in all markets. So- 
ciety is sold on insurance. It is up to 
us to sell our kind. 


Is a Social Asset 


Insurance is a social asset, practices 
the social gospel of our modern life. 
No man lives to himself; business must 
recognize the social implications. In- 
surance helps us to solve the social 
problem, It is a problem and a difficult 
one. In Chicago one in every 28 persons 
is given relief by the city or relief agen- 
cies. In New York out of every ten 
persons who die one is buried in the 
potters’ field. Thirty percent of the city 
and town population of England live in 
extreme poverty. In America 10,000,000 
live habitually very near the poverty 
line. Insurance has been touched by the 
sentiment of Markham’s “Man with a 
Hoe” and is helping to bear the burden: 
“Bound by the weight of centuries, he 


HE word “insurance” has no uncer- | leans upon his hoe and gazes on the 
tain sound. 


| ground, the emptiness of ages in his 
face, and on his back the burden of the 


| world.” 
| 


Deals With Stern Realities 
Insurance deals with the stern reali- 
ties of life, misfortune, suffering, death. 
Constant consideration of these realities 
and contact with the hard necessities of 
| life make for genuineness in the lives 
of insurance workers and real service to 
| the community. 
| Insurance is a character producer. It 
| stimulates forethought and individual 
| responsibility. According to Daniel 
Webster, individual responsibility is the 
greatest idea which the human mind can 
| contemplate. Insurance is a character 
| builder when she persuades the young 
men to assume responsibility for those 
| for whom they are directly responsible. 
| The man who takes no thought for to- 
morrow is lacking in character. Insur- 
| ance is a wise master-builder in awaken- 
|ing the forethought of our American 
manhood. 


Is a Nation Builder 


Insurance is a nation builder. It sup- 
plies money in large sums to other 
worthy institutions. Many educational 
and eleemosynary institutions have been 
made possible because of the financial 
bigness and patriotic purpose of these 
great insurance companies. Our national 
expansion has been fostered and fur- 
thered by the forward looking men who 
direct the affairs of these great com- 
panies which insure the future against 
poverty and shame. 

Insurance lives its life and does its 
work on the threshold of eternity. Rep- 
resentatives of the insurance world are 
wont to remind us, one and all, of the 
uncertainty of life, the necessity of mak- 
ing wise provision for the future. The 
last hours of one’s life are made more 
comfortable by the assurance that his 
dependents will be cared for when he 
has passed within the veil. Insurance 
workers cannot engage in such vital 
work without dignifying their calling 
and lifting the level of all those who 
toil and spin. 

Insurance is a blessing. It is thrice 
| blessed. It blesses him that sells, him 
|that buys, and society that reaps its 
| benefits. 














to others. While every agent must have 
freedom in the attainment of his ambi- 
tions and in the betterment of his con- 
dition, yet it is demoralizing to the in- 
dividual and wasteful in the business, to 
unsettle agents by solicitation and cause 
them to make frequent changes in their 
company connections. Such practfes 
are tabooed by substantially all of the 
companies, having due regard for the 
interests of the individual agent.” 


Ben Franklin Meyer’s Talk 


At the last day’s session a talk on sales 
management was given by Ben Frank- 
lin Meyer, sales manager of the Federal 
Savings Corporation of Chicago, dealers 
in investment bonds. Mr. Meyer gave a 
description of the selling methods used 
by his company which involves a very 
careful study of each customer and pros- 
pect and a compilation of a mailing 
ist. 

Owing to the crowded srneram the 
discussion of the salary savings plan 
was not reached. 


American Institute Meeting 


The annual meeting of the American 
Institute of Actuaries will be held June 
3-4, 1926, at the Edgewater Beach Ho- 
tel, Chicago. 


WILDER IS AGENCY DIRECTOR 





Succeeds Vice-President Carl A. Peter- 
son in Charge of Mutual Trust 
Life’s Producing Forces 





The Mutual Trust Life has appointed 
A. E. Wilder, for several years field su- 
pervisor of the Equitable Life of Iowa, 
director of agencies in full charge of all 
agency activities. Mr. Wilder will suc- 
ceed Carl A. Peterson, who was elected 
vice-president recently upon the resigna- 
tion of Gilbert Knudtson. Mr. Wilder is 
a graduate of Grinnell College, Iowa, 
class of 1906, and was one of the athletic 
stars. He began his insurance career 
on a full-time basis in 1911 under the 
direction of Frank H. Davis, at present 
vice-president and agency manager of 
the Equitable Life of New York. He 
was also associated with the Equitable’s 
present manager at St. Paul, W. 
Klingman. For several years he was 
agency manager and associate state 
manager in Iowa for the Equitable of 
New York, and afterwards became vice- 
president and one of the organizers of 
the Conservative Life of Iowa. In 1922, 
he was appointed field supervisor for the 
Equitable of Iowa, in all of the eastern 
' territory of the company. 











GROWTH OF INSURANCE 


—_—_—— 


GIVES COMPARATIVE FIGURES 





George H. Harris of Sun Life of Canad, 
Compiles Some Interesting Tables 
Showing Development 





George H. Harris, supervisor of field 
service of the Sun Life of Canada, has 
compiled some statistics showing the 
development of life insurance in the 
United States and Canada. The figures 
are given for 1899, 1914 and 1924. In 
1899 the population in the United States 
was 74,453,000 and in Canada, 5,259,000; 
in 1924 in the United States, 98,213,000 
and in Canada, 7,692,000; in 1924, in 
the United States, 114,311,000 and in 
Canada, 9,227,000. The subjoined table 
shows the business in force in the two 
countries in millions for the three years, 
the premium income, per capita insur- 
ance in force, per capita premium paid, 
new business written within a year in 
millions, and the assets of the companies 
stated in millions. It is interesting to 
note that in 1924, the new business 
written was $13,791,000,000 as contrasted 
with total insurance in force of $7,- 
962,000,000 in the two countries in 1899. 
Following are the statistics as prepared 
by Mr. Harris: 


Business in Force 


U.S. A. Canada Total 

Millions oer" ei 

9 7,558 7,962 
1 17,426 1,242 18,668 
1924 3,780 3,764 67,544 


Premium Income 


$5,000. $ S00 000 $ 290,000,000 
1899 $ 283,000,000 $13,000, ,000, 
1914 + 748,000,000 41,000,000 | 787,000,000 
1924 2,122°000,000 130,000,000 2,252,000,000 


Per Capita Insurance in Force 


ite PH Th 

1899 $101.52 . 90 

1914 177.43 161.49 176.27 

1924 557.95 407.93 546.74 

Per Capita Premium Paid 

1899 $ 3.80 $ 2.48 $ 3.71 

1914 7.59 5.3 7.48 

1924 18.57 13.97 18.23 
New Business in Year 

U. S. A. Canada Total 

Millions Millions Millions 

1899 1,82 67 1,891 

1914 2,457 217 2,674 

1924 13,162 629 13,791 
Assets of Companies 

U.S. A. Canada Total 

Millions Millions Millions 

1899 1,576 104 1,680 

1914 4,935 370 5,306 

1924 10,394 1,001 11,39 





Insurance Men Hear Coolidge 


As president of the Chamber of Com- 
merce of the State of New York, Fred 
erick H. Ecker, vice-president ot the 
Metropolitan Life, presided at the ban- 
quet of the former body in New York 
City last Thursday night, at which Pres- 
ident Coolidge was the guest of honor 
and principal speaker. In addition to 
Mr. Ecker other insurance men attend- 
ing the notable gathering were: Haley 
Fiske, president, Metropolitan Life; 
Frederick V. Bruns, president, Excelsior 
Fire of Syracuse; Edward L. Ballard, 
chairman of the board, Merchants Fire; 
Thomas A. Buckner, vice-president, 
New York Life; Hendon Chubb, marine 
underwriter; Allen E. Clough, New 
York Board; Edward D. Duffield, pres: 
ident, Prudential; Bennett Ellison, of 
Hoey & Ellison; J. S. Frelinghuyse®: 
Paui L. Haid, president, America Fore 
companies: James J. Hoey; Edward © 
Tameson, president, Globe & Rutgets: 
W. H. LaBoyteaux, president, Johnson 
& Higgins; A. Duncan Reid, president, 
Globe Indemnity, and Ernest Sturm, 
chairman board, America Fore com 
panies. 


Passes $150,000,000 Mark 


New examined business of the Bank- 
ers Life of Iowa has passed_the ag 
000,000 mark for the year. This is 
first year in the history of the compat 
in which new examined business -- 
reached that mark. Indications point © 
attainment of the company’s g02! © 
$165,000,000 for the year. 
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ANCE Bf WsURANCE COMPANIES 






sures & SHOWED LITTLE PROFIT 
Canada @ Interesting Figures on 1923 Re- 
ables turns Given Out by Internal 
Revenue Bureau 
of field 
da, hs # ONE-THIRD PAID NO TAX 
ing the 
in the 
ioe No Net Income Reported by 737 Out of 
1 States 1,850 Companies Listed—Figures 
oan for Various Classes 
924, in 
and it I WASHINGTON, D. C., Nov. 25— 
he two More than one-third of the insurance 
= years, companies of the United States—737 out 
. on of 1,850, to be exact—in 1923 reported 
year in no net income, according to statistics re- 
npanies cently published by the Bureau of In- 
ting to ternal Revenue. In fact, these 737 
re companies showed a deficit aggregating 
of $7, $132,936,366, or, in more precise lan- 
n 1899. guage, failed by that sum to have an 
repared income which would render them sub- 
ject to tax. 
Total Many Had No Taxable Income 
a These figures, however, by no means 
18'668 indicate that these 737 companies are 
67,544 insolvent. What they actually show is 
that the corporations involved had al- 
‘otal lowable deductions which exceeded the 
pty gross income by that much. These de- 
000,000 ductions would include, among other 
am items, tax-exempt income, payments for 
Total interest, taxes other than income and 
$ 99.90 profits taxes, depreciation and amortiza- 
ah tion, compensation of officers and ex- 
: penses of doing business. The so-called 
$ 3.71 deficit, then, is the amount by which 
7.43 these corporations failed to reach a tax- 
18.23 able status. It is true, however, that 
they had no surplus income for distribu- 
Total tion as dividends or profits. 
Tax Paid by 1,113 Companies 
«,0¢ 
13,791 While 737 insurance corporations paid 
no income or profits taxes in 1923, 1,113 
—_— others were more successful, reporting a 
Les total net income of $17,563,928, on which 
5,305 they paid such taxes to the amount of 
11,395 $16,962,007. This was 91 fewer than paid 
taxes in 1922, the records of the bureau 
ge showing that in the earlier year 1,204 
Com insurance corporations paid taxes and 
Freé- $89 showed a deficit. “ 
of the The figures indicate that 243 insurance 
> ho corporations passed out of existence in 
~ York 1923, but that, of those remaining, there 
 Pres- was a greater percentage which had a 
bent taxable income. 
— ay analysis of the insurance industry 
‘ttend- y the Internal Revenue Bureau shows 
Haley weamitlons in the various branches of the 
Life; usiness in 1923 as compared with 1922. 
celsior ¢ Shows, for instance, a big increase in 
allard the number of mutual accident, fire and 
. Fire marine companies and in life companies; 
sident, ® considerable reduction in the number 
aria? . stock fire companies, and lesser 
New changes in other divisions. 
ores ; survey of the figures for the two 
beg eats shows that the net income of all 
ryseti; we 'ax-paying branches in 1923, with the 
Fore exception of life insurance, was less than 
-¥ 3 oF —P on the other hand, the deficits 
tgers: exter on tax-paying branches, with the 
hnsot xception of stock fire and fidelity and 
ident, >onding companies, also were less than 
- in 1922. 
yturm, 
com: Figures for Life Companies 
i The second most important branch 
umerically in 1923, topped only by the 
mutual accident, fire and marine com- 
ask = was life insurance, stock and 
$150; Po ual combined, in which there were 
-; the meq eorations, 59 of which had no net 
npaty 318 sand reported a deficit of $780,- 
has poe 4 he remaining 358 reported an 
‘at to egate net income of $109,039,706, 





seducting $11,410 for loss in prior years, 
. Paying taxes on the remainder ag- 
Sregating $12,963,168. In 1922 there 














MAKES STRONG POINTS 


——__—_ 


MORTON GIVES SALES IDEAS 





Addresses Chappell & Jansen Agency 
at Luncheon Held In 
Chicago 





Minor Morton, agency director of the 
Atlas Life, gave an address before mem- 
bers of the Chappell & Jansen agency 
of Chicago at a gathering in that city 
last week. Some of the pointers that he 
made for the benefit of the agents were 
as follows: 

“The life insurance company puts it- 
self in place of the income provider and 
projects its income into the future. 

“The income policy is the favorite 
policy with stock brokers because they 
have had impressed upon them so many 
times the fact that women left with life 
insurance funds in lump sums do not 
know how to invest them safely. 


What Prospect Is Interest In 


“The life insurance salesman should 
feature the last thing on the fourth page 
of this policy—the optional settlements. 
That is what the prospect is interested 
in—what he or his beneficiary is going 
to get and how he is going to get it. 

“Minimize the matter of cost in so- 
liciting life insurance. Pass over this 
point lightly. Emphasize what the in- 
surance will do and bring in the cost as 
incidental. 

“The easiest people to sell are those 
men who are already insured. They 
have been sold on the idea of insurance 
and the only need is to convince them 
that they have other needs which must 
be covered. 


Collateral Obligations 


“Many a man who seems adequately 
insured has collateral obligations which 
it is wise for him to protect. In addi- 
tion to his wife and children he may 
have other relatives who would be de- 
pendent in the case of his death or the 
death of some other relative and in 
which case he would be called upon to 
support them. This is the case with 
most successful men and the life insur- 
ance agent should inquire along these 
lines before coming to the conclusion 
that no more insurance is needed.” 


PROGRAM OF LIFE COUNSEL 





Annual Meeting to Be Held at Bar 
Association Rooms in New York 
City, Dec. 1-2 





The annual meeting of the Association 
of Life Insurance Counsel will be held 
Dec. 1-2 at the rooms of the Association 
of the Bar, 42 West 44th street, New 
York. The program is as follows: 

Guy W. Cox, vice-president and gen- 
eral counsel John Hancock Mutual Life, 
“Interstate Comity and _ Reciprocal 
Laws.” 

Edward J. Boughton, general attorney 
Philadelphia Life, “Creditors and Sur- 
renders.” 

E. M. Grossman, general counsel Cen- 
tral States Life, “Taxation of Reserves.” 

Andrew J. Davis, vice-president and 
general solicitor Provident Mutual Life, 
“Liability of a Life Insurance Company 
When the Insured Is Executed for a 
Crime.” 

Philip J. Ross, general counsel Man- 
hattan Life, “Writs of Attachment Di- 
rected Against Life Insurance Policies.” 

James E. Nugent of counsel National 
Fidelity Life, “Some Obligations and 
Rights Incident to the Assignment of a 
Contract of Insurance.” 








were 354 companies, of which 71 re- 
ported a deficit, the aggregate of which 
was $1,069,079, while the remaining 283 
reported net income totaling $82,231,544. 
from which prior year losses of $245,916 
were deducted, and paid taxes amount- 
ing to $9,870,836. 





INTEREST IN OUTCOME 





PENSION LAW IN WISCONSIN 





Adoption by Three Counties Not Con- 
sidered Test of Sentiment in 
State as a Whole 





MILWAUKEE, WIS., Nov. 25.— 
Life underwriters here who are naturally 
interested in the old age pension law 
passed by the last session of the state 
legislature do not regard adoption of the 
law by three counties recently as any 
particular indication of how the remain- 
ing counties will feel toward the meas- 
ure. Under terms of the law as enacted, 
its adoption is optional with the various 
counties of the state and few of them 
have taken any definite stand on the 
measure. 

Three counties, however, Outagamie, 
La Crosse and Sawyer, have committed 
themselves in favor of the pension law 
and will put it into effect. The law is 
intended to aid deserving persons over 
70 years of age and allows them $1 per 
day when they have furnished satisfac- 
tory proof of need. One-third of the 


cost is borne by the state and the re- | 


mainder by the counties. 

Milwaukee county will undoubtedly 
reject the measure despite the strength 
of the Socialist vote in the city of Mil- 
waukee. The finance committee of the 
county board has refused to authorize a 
fund for support of the measure, a fact 
which probably presages its defeat. By 
vote of 25 to 3 the Lincoln county board 
refused to adopt the system. Racine 
county board members would have none 
of it and vetoed a resolution to adopt it. 

This brings the alignment about 50-50 
in the tests so far and indicates that not 
more than 35 of the counties of Wiscon- 
sin will finally inaugurate the measure. 


GROUP FOR CLUB MEMBERS 





Missouri State Life Announces New 
Plan of Insurance for Its Own 
Producers 





ST. LOUIS, MO., Nov. 25.—Presi- 
dent M. E. Singleton of the Missouri 


State Life has announced that arrange- | 


ments have been perfected whereby 
members of the Quarter Million and 
$100,000 Clubs of that company may 
take out life insurance on their own 
lives at group insurance rates. 

Each member will receive his own 
certificate and name his own beneficiary 
with the right to change the beneficiary 
when desired. Continuation of the pol- 
icy from year to year is contingent en- 


tirely on the ability of the member to | 


retain his club membership. However, 
if he fails to renew his club membership 
he may convert his policy into any of 
the standard forms, but should he in 
later years again make the club he must 
either cancel his converted policy or 
convince the company of his insurability. 
This latter rule is to make the benefits 
of the group plan equitable to all mem- 
bers. 

The amounts of insurance and the 
monthly payments by the club members 
follow: Quarter Million Club, $5,000 in- 


surance, $3 monthly premium; $100,000 | 


Club, $2,500 insurance, $1.50 monthly 
premium, The group will originate with 
the 1925 clubs and the group year will 
run concurrently with the club year. 

Should a Quarter Million Club mem- 
ber fail to requalify for that club but 
make the $100,000 Club his insurance 
will be reduced automatically to $2,500. 
If an agent jumps from the $100,000 to 
the Quarter Million Club, his insurance 
automatically will increase to $5,000, 
provided he makes application for the 
larger amount within 31 days of the date 
on which he received official notice of 
qualification in the larger club. 

The insurance becomes effective imme- 
diately upon receipt of applications from 
70 percent of those eligible. 


| AGENCY MEN EXPLAIN 
HOME OFFICE METHOD 


| Heads of Big Field Organization 
Exchange Ideas at 
Convention 


SUGGESTIONS OF VALUE 


Plans of Many Successful Companies 
Contain Ideas That Can Be Ap- 
plied by Other Offices 





The agency department methods of 
| companies that have made spectacular 
records, as well as those of a number of 
others of marked success, representing 
various types and sizes of companies, 
were given by the heads of their various 
agency departments at the annual 
| gathering of the Life Agency Officers 
| Association in Chicago last week. 

K. A. Luther, vice-president of the 
| Aetna Life, who during the past. three 
| years has rejuvenated the agency forces 
| of that company and made it one of the 
| livest business getting organizations in 
the sountry, presented the plan which 
he usés. Mr. Luther firmly believes in 
associating himself in the agency de- 
partment only with men who have 
learned the problems of the agents, by 
experience, from the ground up. He him- 
| self was for 11 years a soliciting agent. He 








then took and built a general agency 
| from the ground up, being connected 
| with it for ten years. The next four 


years he spent in livening up a metro- 
politan general agency. From this posi- 
tion he went to the home office of the 
Aetna Life to head its agency forces. 


General Agent Must Be Sympathetic 


In picking men for general agencies, 
Mr. Luther said that it is of course im- 
possible to establish set rules for select- 
ing those producers who will make good 
general agents. The first requirement, 
however, is that a general agent must 


| s . 

| be a man with a generous attitude. If 
| he is selfish he can not do it. He must 
| have sympathy with the men. He must 


not be the type who will dicker over a 
few dollars commission, He should be 
trained by actual experience in soliciting. 

The company should seek men for 
general agents who have means to fi- 
nance themselves. Why should not a 
man in the life insurance business finance 
himself the same as if he were going 
into some profession or retail business? 


Studies Branch and Agency Plans 


Mr. Luther’s company is committed to 
the general agency plan. He says, how- 
ever, that when he was studying the 
merits of branch office and general 
agency companies he found that for the 
most part the branch office companies 
had a much clearer idea of where they 
were going than the general agency com- 
| panies did. He said the general agency 
| companies had found that something had 

developed and that they had an organiza- 
tion, but they did not know exactly 
| why. 

“We made a survey of the methods of 
seven successful companies,” said Mr. 
Luther. “We found that their methods 
did not balance up, but there was good 
thought in each company. Each agency 
manager had a plan which he believed 
to be the right one and which was mak- 
ing success for him. 


Compensation of General Agents 


Mr. Luther then explained briefly the 
method of commission of his general 
agents. He said the general agent re- 
ceives a 50 percent graded commission 
with nine 7% percent renewals. An extra 
collection fee of 5 percent is paid for the 
second year’s premium, making a total 
of 12% percent gross income for the 


second year. A 2% percent collection 
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fee is paid from the 11th year on. The 
company shares the expense of operating 
the agency. Mr. Luther says the com- 
pany chooses to do this because it af- 
fords joint control and works for a closer 
understanding between the _ general 
agents and the company. 

Mr. Luther believes in correspondence 
courses. He explained how his com- 





pany had obtained the services of H. P. | 


Gravengaard, a young man who was not 
a life insurance man but seemed com- 
petent to write an educational course. 


He was given a life insurance education | 
and field experience and then wrote the | 


course which has worked out very well. 
There are 5 lessons in the course, which 
with a number of books costs $6. The 
company is now holding a traveling 
school under Mr. Gravengaard, giving 
a three weeks’ training in a number of 
leading cities. By Jan. 1 two other men 
will be started out in separate traveling 
schools. 
Importance of Financial Control 


One of the most important things in 
handling general agents is finances. 
Many general agents have been allowed 
to borrow and become financially em- 


barrassed without any guide or counsel | 
from the home office. This is a mistake. | 


Mr. Luther said: “We discuss with each 
general agent his personal financial af- 
fairs. 
to accept our advice and counsel and 
tell us freely what their situation is. To 
help them we should first give them 
proper records; second, discuss with 
them agency allowances and expenses, 
salary, rent and general expenses. The 
contract is arranged so that the general 
agent can know his limit in the matter 
of expense and these allowances. The 
general agent must refund the money if 
he exceeds the allowance. 

“On the 31st day of each month, the 
agency cashier draws up a financial 
statement of the general agent. This 
shows his assets, liabilities, income and 
disbursements. We go over this care- 
fully and see that he does not become 
involved.” 

Bankers Life Plan Given 


W. W. Jaeger, general sales manager 
of the Bankers Life, said that the entire 
organization of his company works 
around the agency department. This 
does not mean that the agency depart- 
ment dominates the company, but it is 
the center of the company’s activities. 
Nothing goes into the agency field with- 
out being seen by the agency depart- 
ment. All the men in the agency de- 
partment have been in the field with the 
rate book. The agency department con- 
sists first of an agency committee, then 
a general sales manager and five re- 


We find that they are very glad | 








INSURANCE: 





KETTERING’S GREAT ENDORSEMENT OF LIFE | 
“BEST THING IN CIVILIZATION” | 





AYTON, O., Nov. 24.—Charles F. 

Kettering, president of the Delco 

System and chief scientific experi- 
menter for General Motors, was the 
principal speaker at the meeting of the 
Dayton Association of Life Underwrit- 
ers last week. Mr. Ketterine is one of 
the most heavily insured men in the 
world. He was carrying several mil- 
lion dollars of insurance on his own 
life but recently took out $1,500,000 ad- 
ditional in favor of General Motors for 
the specific purpose of covering the pos- 
sible loss on uncompleted experimental 
work in case of his death. 

Mr. Kettering said life insurance 
should not be called life insurance. It 
is not life insurance, it is more of a sav- 
ings account. 

“It seems to me,” said Mr. Kettering, 
“that taken by and large there is noth- 
ing better that has come into civiliza- 
tion than life insurance. I have never 
seen a negative angle of life insurance 
with the exception of the insurance 
agent. Do not be slow in saying ‘I am 
a life insurance agent.’ ” 

The point of this dig at agents was 





Mr. Kettering’s reference to a recent 
caller of his who tried to start a long 
winded conversation and at last dis- 
closed that he was a life insurance so- 
licitor. “Why try to hide the fact,’ 
asked Mr. Kettering? “Why not say 
at the beginning, ‘I am a life insurance 
agent? ” 

“Life insurance men,” said Mr. Ket- 
tering, “are doing more for the benefit 
of the country than almost any other 
group of individuals. Life insurance is 
for the benefit and protection of the 
family and dependents.” 


Address by John A. Reynolds 


Another speaker at the meeting was 
John A. Reynolds, assistant vice-presi- 
dent of the Union Trust Company of 
Detroit which has probably gone far- 
ther than any other trust institution in 
the country in cooperating with life in- 
surance agents. Mr. Reynolds made one 
of the principal addresses at the Kan- 
sas City Convention of the National 
Association and was a big drawing card 
at the Dayton meeting. He gave a brief 
talk on the work of the life insurance 
agent. 








gional sales managers. The country has 
been divided into five regional districts. 
The regional sales manager has charge 
of stimulation of business and educa- 
tional work in his regional district. He 
stays out in the territory and does not 
come into the office except two or three 
times a year. He is directed and paid by 
the home office. He has no control over 
the agency manager, which is the title 
given to the general agents of the com- 
pany. His work is educating new men 
who come with the company. He is di- 
rectly in touch with each agency in his 
territory. Another function is the iron- 
ing out of any difficulties between agents 
and general agents. He is not author- 
ized to hire or fire agents. This is the 
work of the manager or general agent. 


School for Agency Managers 


The company conducts a training 
school for agency managers. There are 
now 65 of these agency managers or 
general agents. Fifty-five have been 
promoted from the ranks of the com- 
pany. 

Under the agency managers or gen- 
eral agents are district agents. All of 
the men in the field are encouraged to 








bring in sub-agents. If an agent brings 
another man into the business as soon 
as the new man has written $100,000 of 
life insurance, the agent who brought 
him in is presented with $100 by the 
home office which is equaled by another 
$100 from his general agent. 


Armstrong Tells Travelers Plan 


H. H. Armstrong, superintendent of 
agencies of the Travelers, presented the 
plan of that company with the assistance 
of J. W. DeForest, agency assistant, and 
J. C. Hoover, assistant superintendent of 
agencies. Mr. Armstrong said that a 
company like the Travelers is con- 
stantly asked the question, “Aren’t you 
growing too big down there? Aren’t you 
losing the personal touch that is so im- 
portant in the life insurance business?” 

Mr. Armstrong said that one of the 
chief functions of the agency depart- 
ment was to maintain this personal con- 
tact between the home office and the 
agent. It must constantly fight the feel- 
ing that the company is growing too big 
and getting cold hearted. He said for 
that reason the personality of the home 
office representative must be the primary 
reason for a selection. He must be able 











to make the warm contacts. Thro 
these are built the sentiment w 
which no company is great. 


Sixteen Agency Supervisors 


He then called upon J. W. DeForey 
who traveled Canadian and far north. 
western territory for the Travelers, Mr, 
DeForest explained that the home off 
agency department has 16 agency m 
each directing a certain territory f; 
the home office. For the most part th 
men handle the territory from whic) 
they originally came. Each has been, 
personal producer and a branch offic 
manager or assistant manager. When, 
prospective home office agency man js 
brought in from the field, he is firs 
taught to become familiar with the hom 
office. He is the man who takes car 
of agents visiting the home office, a. 
ranges for them to meet homne office 
officials and thus himself become x. 
quainted with the department men in 
the home office. He then handles hom 
office agency correspondence, works 
with agency contracts, or the agency 
contracts being made direct to the home 
office. He then goes out and takes his 
territorial responsibility. The company’s 
most frequent conferences are in the 
office of the superintendent of agents 


J. C. Heover Called Upon 


Mr. Armstrong then called on J. C 
Hoover, assistant superintendent of 
agents of the Travelers. He said tha 
the principal work of the agency depart 
ment is to get a constantly increasing 
volume of profitable new business. This 
takes the form of getting new men and 
increasing the efficiency of the old men, 
He said that the company was con- 
stantly getting a higher grade and bet 
ter educated men in its agency forces. 
The home office agency man works first 
with the branch manager and his assist- 
ants. The work of the unit manager is 
analyzed. His methods are noted. 

The home office ggency men do not 
solicit business with anyone at any time 
However, they do encourage and help 
the agents with personal chats. This is 
done at the agent’s desk or in the agent's 
office if he is out in the field. Some 
times the home office agency man wil 
call upon the agents who are not in the 
branch office directly. Usually, though 
not always, this traveling is done with 
the manager. 


Employ Field Assistants 


One of the principal functions of these 
home office agency men is to employ 
field assistants. These are the men who 
do the agency work in the branch o- 
fices. The home office agency mai 
trains these field assistants particularly 

(CONTINUED ON PAGE 29) 








DESCRIBE AGENCY METHODS COMPANIES HAVE USED WITH SUCCESS 





K. A. LUTHER 
Aetna Life 


H. H. ARMSTRONG 
Tr-velers 


T. C. DENNY 
Central Life of Iowa 


WALTER T. SHEPARD 
Lincoln National Life 
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Stepping Stones 
to SUCCESS 


HE &TNA AGENT has several 
powerful factors aiding him in his 
endeavors to sell Aétna protection. 


“M 

. Y boy 

MCE] y |” His fcr ring both are dois 
salam premesey that laupp — 

lame 


@ First, the national AZtna advertising in- 
terests the prospect in a general way. It is 
the introduction to a more definite presen- 
tation of the proposition. 


@ Newspaper advertising couples the name 
of the local agent with that of the organiza- 
tion which he represents. It tells his public 
that he is the ‘‘man worth knowing”’’ in 
their town. 


@ Folders, booklets and other direct mail 
material suggest specific coverages which are 
recommended to meet the prospect’s indi- 
vidual needs. They are the couriers of a per- 
sonal, purposeful solicitation. 


@ Then, when the Atna-izer calls, he finds 
much of his work already done for him. 


“a 


The Attna Life 


Insurance Company 


and affiliated companies 


AZTNA CASUALTY and SURETY CO. STANDARD FIRE INSURANCE CO, 
AUTOMOBILE INSURANCE CO., of Hartford, Connecticut 





The Strongest Multiple Line Insurance Organization in the W orld 
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THE ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 





Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$138,000,000.00 





A. C. Tucker, President 


D.C. Costello, Secretary Wm. Koch, Vice Pres. 
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OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 2 
Santa Barbara, Calif. 
San Diego, Calif. 
Rockford, IIl. 
Springfield, Ill. 
Fort Wayne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Mason City, Iowa 
Pueblo, Colo. 
Denver, Colo. 
Grand Rapids, Mich, 
Columbus, Ohio 
Dayton, Ohio 
ringfield, Ohio 
ashville, Tenn. 
Amarillo, Texas 
4 Paso, = 
eyenne, Wyo. 
Norfolk, Va. 
Richmond, Va. 
Roanoke, Va. 
Yakima, Wash. 
Wenatchee, Wash. 











THE MINNESOTA MUTUAL LIFE 


*‘POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter”’—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGED— 


1, For Agencies less than five years old 
old $3 


2. For Agencies up to seven years old 
$6,000. 


For Agencies over ten years old 


REMEMBER THAT'S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oOo. JI. LACY 
2nd Vice-President 


INSURANCE COMPANY 


ST. PAUL—“‘Where the Great Northwest Begins’’ 


The Minnesota Mutual now a $107,000,000 company 




















CUTS LAPSE RATE BY 
USE OF NON-MEDICAL 


Jefferson Standard Grants Priv- 
ileges to Those Agents Whose 
Business Renews Well 








AGENCY OFFICERS’ TOPIC 





Discussion of Unexamined Business 
Brings Out Interesting Points On 
Company Practice 





A new use for the nonmedical plan of 
life insurance was brought out before 
the meeting of the Association of Life 
Agency Officers in Chicago last week 
when W. T. O’Donohue, secretary and 
agency manager of the Jefferson Stand- 
ard Life, stressed his company’s attitude. 
He said that his company had adopted 
the nonmedical plan to help meet its 
greatest problem, which was a high 
lapse ratio. He said that prior to the 
adoption of the plan investigations into 
the renewal rate of the company had 
proved a great disappointment. Officials 
of the company thought that if they 
could reach this problem by indirection 
rather than directly perhaps they might 
solve it. They were also considering the 
adoption of the nonmedical plan. One 
of the problems in entering into this 
field is to select the agents that shall 
write it without injuring the feelings of 
those who cannot write it and thus in- 
juring the morale of the agency force. 

Must Renew 80 Percent 

It was, therefore, decided to combine 
these two problems by granting the priv- 
ilege of nonmedical to those whose lapse 
ratio and volume was of the right sort. 
It was felt that an agent who writes 
a reasonable volume of business that 
renews readily was apt to be in most 
cases the one who could be depended 
upon in the field of nonmedical insur- 
ance. They, therefore, restricted it to 
those who qualified for the $100,000 
club of the company and whose renewal 
rate was 80 percent or better. 

After the plan was first adopted they 
found that the agents were not writing 
the nonmedical plan to any extent. They 
found that the good producers for the 
most part are friendly with the doctors, 
and that they would not without some 
pressure take this fee from their friends. 
They, therefore, had to force the use of 
the ynonmedical by insisting that all 
those who were entitled to the privilege 
should exercise it on cases eligible for it. 

Will Increase Limits 

The standard policy limit for non- 
medical is $2,000 but it has been so 
successful that they are now considering 
the increase to $5,000. Mr. O’Donohue 
said that it was really helping to solve 
their lapse ratio problem and was other- 
wise an unqualified success. All the 
agents of the company, of course, as 
pointed out above, are not eligible as it 
requires practically 18 months for a 
man to qualify. 

W. S. Penny, representative of the 
Sun Life of Canada, in discussing non- 
medical said that his company had not 
adopted it in 1921 when other Canadian 
companies did. He said its actuaries 
had investigated it in England, but they 
feared the reaction on the medical pro- 
fession. After they had reached this 
conclusion, however, a medical associa- 
tion in one of the large Canadian cities 
got together and demanded a sharp 
increase in the fee for medical examina- 
tion. This precipitated the action of the 
Sun Life and it went into the non- 
medical plan. At first it was used in 
Canada everywhere except in Montreal 
and Toronto. A few of the agents did 
not want it. Now, however, it is used 
everywhere. The original limits were 


| $2,000 for males and $1,000 for femal. 
Last spring, however, the limit 
raised to $5,000 and $2,000 with the to, 
amount on any life of $10,000. 
increases after the first policy sho 
not be more than $2,000 of insurance p» 
annum. 


Always Have Had Good Examiner 


The effect on the physicians was ny 
as bad as expected. “There was som 
antagonism at first,” said Mr. Peng 
“but the company has never had a 
trouble getting good examiners and gq 
examinations. There has been perha 
a slight tendency to cut the size of thy 
average policy but this is not so grey 
as to be very noticeable.” 

The nonmedical in Mr, Penny’s opis. 
ion saves the agent’s time and is a greg 
help to the new agent in competitig 
because he can close the case up anf 
finish it at once. The new agent has, 
great deal of trouble with an experiencej 
competitor coming in after he has sof 
his case and switching the business hy. 
fore the medical examination can 
taken. The nonmedical eliminates this 
feature. 

Business from New People 


He said that the figures from the de 
partment of issue showed that the non 
medical business comes largely from 
new people not previously insured. This 
means that many new contracts ar 
being made. A strong agency that sell 
big policies does not canvass on th 
nonmedical argument. 

The adoption of the nonmedical ha 
taught the agents a great deal about 
underwriting. They have learned a gool 
deal about selection and this has been: 
help to them. They size up a risk an 
are prepared for liens or rating » 
for substandards. They are thus is 
better position to place the policy wha 
it comes through. The nonmedicd 
strengthens men through placing this 
additional responsibility upon them 
Only 3% of 1 percent of the nonmedicd 
cases required examination. 


Requires Urinanalysis 


A. G. Stevenson, superintendent d 
agencies of the London Life, said his 
company’s plans and experience wet 
much the same as has been stated by th 
other companies. This company makes 
an additional requirement, however, d 
urinanalysis with each nonmedical cas. 
The agent mails a sample with the a 
plication. If the record is clear and tht 
application is otherwise all right, the 
business is accepted. If not, a seconl 
sample is required and if that is clear, 
an examination is required. If it is nt 
clear the business is rejected. The t 
markable thing about this is that 
often other impairments are discove 
through this means. This brings m? 
lot of heart impairments and_ other 
things that would have slipped by with 
out it. 
































International’s Prize Winners 


The International Life has announced 
the final winners of the super-hetrodyst 
radio sets offered as prizes for the leat- 
ers in paid-for business in August ® 
Classes A, B, C and D. The winners 
were: L. L. Turley, Class A; V. & 
Whitmer, Class B; G. M. Nettleship 
Class C, and J. R. Campbell, Class D. 

L. L. Turley of St. Louis was th 
leader for October and has been moving 
up on the year’s leaders very fast in t 
cent weeks. In personal production 10 
the year to Nov. 16 Robert Cleland & 
St. Louis was the leader with a gra 
total of $1,823,500 with I. K. Schwart 
of New Jersey second with $1,707,75 
Mr. Turley was in third place with $l 
636,000 and J. S. Postal of Chicas? 
fourth with $1,012,000. 


Pledge $2,000,000 to Johnson — 
Agents of the Chicago National Lit 
on Monday last pledged Agency “3 
ager A. E. Johnson $2,000,000 of nef 
business for December. The goal is $* 
000,000 but as only 40 out of 178 me 
were present it is expected to make ® 
the difference. The company expects " 








write $12,000,008 this year. 
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os The PERFECT PROTECTION MAN 


S and go 
> perhap 


size of ths 1 
a ‘No Wonder He Smiles! 
ny’s opi 

isa rr On September 16th 

2M petitiog 

3 up anf 

yent has, One Perfect Protection Man already paid for over 


‘ a $1,500,000. Another paid for over $750,000. Two others 
siness be paid for over $500,000. Ten others paid for over $250,000. 
aaae a Seventeen others paid for over $200,000. 


ple And in the Whole Organization 


m the de 


_ irom One in every four full time representatives already paid 

red. This for over $100,000. These are Perfect Protection Men 

racts are 

that sells 

5 on thal 

— And this is Perfect Protection 
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od a good 
as beens | $ 50.00 weekly, for an unlimited period during disability by 
risk andl accident. 
ating wie 50.00 weekly, for 52 weeks during sickness. 
. thus a 3,200.00 every year for life, payable month U seta totally = 
icv whem permanently disabled by accident 
mn medical miums to pay and no deductions from the — bey the 
ing this life policy as the result of payments so received. 
n then ial Wh yi; 3,200.00 for one year, if totally and permanently disabled by S cP. e 
medial en You din inf toni a Vetrin mona permenty | The Seven “Points 
no + from the Case af the life policy as the 
result of payments so received. 
M et d 5,000.00 payable upon natural death. of RELIANCE 
—_ ‘ 15,000.00 payable upon death by accident. ° 
a Successful Man Service 
d by the 
y a E was as much a stranger to you as “the 1. A direct contract with the Company with the general or 
rever, of ” state agent’s commissions eliminated. 
, man the world forgot.” You knew ' 
Cal cast, : > - s 2. Unrestricted territory. 
& pe nothing of his business, his finances or the 3. Perfect Protection—the service which succeeds when life 
zht, the clubs he frequented. Yet, you remembered insurance alone often fails. 
~ second him. It was just his enthusiasm, after all, 4. The Reliance Branch Office system of miniature Home 
is clear, ° ° ° ces which provide quick and adequate facilities for 
$ . th fixed h f Offi hich ick and ad facilities f 
ie is aa at im for all time in your memory. tusinees temmenation. 
ae Perfect Protection Men possess that 5. oe epee’ — in the Branch Office cities with no 
° ° A ° cost of overhead. 
‘covered rare quality which goes hand in hand with , : 
in 8 . 6. The personal counsel and cooperation of Reliance Super- 
s othe prosperity. visors—salaried Home Office representatives—in agency 
oe . ° building. 
yy with Perfect Protection Men are life under- A , ; 
: 7. Reliance Life, which gives its representatives the prestige 
writers—plus. of a strong, progressive institution. 
rs 
nounced By its administrative policy, this institution will never outgrow its ability to 
trodyne render personalized service to its agency representatives. Should you be interested 
ne lead- in the unusual plan of Reliance Life operation, a letter to the Home Office will 
: bring complete information. 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
ts will find a real office home here, whether 
want space in large or small units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 
Phone: Franklin 4850 













































“ GLOBE itstrance company 
of CHICAGO, ILL. 


Assets - - $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 


representatives 





It Is the Last Word in 
SERVICE 


T. F. Barry, Founder Pose Barry Dietz, President 


The GLOBE weekly news mailed to you every week by 
request without charge. 


Home Offices: 
431 S. Dearborn Street Phone Harrison 1998 























Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


imsurance newspaper. 











VETERANS GET REWARD 


NEW YORK LIFE PROMOTIONS 
Lemuel C. Sandford, Elbert D. Murphy 
and Edmund T. Mimne Appointed 
Assistant Secretaries 





The New York Life recently promoted 
three men from its ranks to assistant 
secretaries. Lemuel C. Sandford started 
with the company in 1887 in the policy 
department. In 1912 he was promoted 
to the classification committee and in 
1919 became superintendent of the selec- 
tion and rating division. He has ‘been a 
member of the insurance committee 
since 1924, 

Elbert D. Murphy also started in 1887 
as an office boy. In 1888 he was trans- 
ferred to the policy department and in 
1907 reorganized the inquiry division as 
its superintendent. In 1912 he consoli- 
dated the inquiry and filing divisions as 
superintendent and since 1920 has been 
personnel supervisor of the company, 
He was the founder and first president 
of the Good Fellowship Club in the 
home office. 


Was Office Boy 


Edmund T. Mimne began as an office 
boy in 1897 to Vice-President Dr. Henry 
Tuck, with whom he remained until 
1904, when he was transferred to the 
committee then passing on substandard 
business. After 1906 he served for vari- 
ous periods in the premium collection 
division, loan department and renewing 
division. From 1912 to 1914 he served 
as secretary to Vice-President John C. 
McCall. In 1914 he became again asso- 
ciated with the classification committee, 
acting as chairman from 1920 to 1924; 
thereafter he was a member of the insur- 
ance committee and a member of the 
home office efficiency committee. 


LIFE FIGURES REFLECT 
FLORIDA LAND BOOM 


(CONTINUED FROM PAGE 1) 
$36,259,000 of new business was paid 
for by companies having in force 83 
percent of the total business in Canada. 
This is an increase of $4,000,000 over the 
sales of October of last year. 

Practically every province in the 
Dominion shows improved condition. 
The increases in the various provinces 
range from 3 percent in Alberta to 37 
percent in Manitoba. The highest gain 
_ yam is 45 percent in Newfound- 
and. 

Eastern Gains Greater 


Improving business conditions over 
last year in the west are reflected by 
the records of British Columbia with a 
gain of 6 percent, Alberta with a gain 
of 3 percent, Saskatchewan with a gain 
of 7 percent, and Manitoba with the 
record gain of 37 percent. In the east, 
Ontario, Quebec, and Prince Edward 
Island show gains of 10 percent, 14 
percent, and 27 percent, respectively. 

There is a wide variation in the rec- 
ords of the different cities. Improve- 
ment is most noticeable in Winnipeg 
with a gain of 30 percent, Montreal with 
a gain of 29 percent, and Toronto with 
a gain of 25 percent. 

The amount of insurance purchased 
during the first ten months of this year 
is 8 percent over the same months of 
1924. Most of the provinces share in 
the gain for the ten months. The gain 
in the 12 months ended Oct. 31, 1925, 
over the preceding twelve months is 
7 percent. 


Springfield Life Meeting 


The first annual meeting of policy- 
holders of the Springfield Life of Spring- 
field, Ill., will be held at the head office 
Dec. 8. The financial statement as of 
Sept. 1 shows assets, $5,333,556, reserve 
$4,346,249: surplus, $566,352; insurance 
in force, $80,000,000. A. L. Hereford is 
president of the company. 





HIGH CLASS RECRUITS 


BIG MEN ENTER INSURANCE 








Constructive Advertising and Favorabk 
Publicity Bring Large Rewards in 
Better Salesmen 





DETROIT, MICH., Nov. 25.—Man. 
agers and general agents of life com. 
panies in this city report particularly 
good success in obtaining high class 
recruits for their selling forces. This js 
attributed to an interest in life insurance 
as a profession or a business, brought 
about by the establishment of greater 
confidence in this line of work through 
constructive advertising and favorable 
publicity. This is particularly evidenced 
by the fact that former executives of 
commercial and industrial organizations 
have joined the local offices of life com- 
panies because of the more promising 
careers offered to them than in their 
former connections and have not hesi- 
tated to state that such considerations 
were primarily responsible for their de- 
cision to enter this new line of work 
As a result announcements of this kind 
which are appearing regularly in Detroit 
newspapers have been productive of a 
cumulative effect that has aided mate- 
rially in bringing a higher type of sales- 
man into the life insurance business, 

Offers Big Opportunities 


A number of company managers and 
general agents have used this _back- 
ground as a means of inaugurating ad- 
vertising campaigns for new salesmen. 
Special efforts along this line are typified 
by the advertising campaign now being 
conducted by the John W. Yates agency 
of the Massachusetts Mutual Life in 
which advertisements enter into a rather 
informal discussion of the possibilities. 
A typical advertisement in this cam- 
paign reads as follows: “The Massacht- 
setts Mutual prefers men who have had 
no previous life insurance experience 
but who have succeeded in their pre 
vious undertakings and who feel that 
their present jobs do not offer thema 
proper chance to advance, men who 
want to work for themselves and attain 
independence and self-reliance and not 
spend the rest of their lives working for 
somebody else. The . Massachusetts 
Mutual has no ‘pink tea’ jobs to offer 
but for a man who wants to go ahead 
badly enough to accept training and 
apply that training, it has a place.” 


Intensive Educational Work 


In line with this success in obtaining 
higher types of salesmen, more intensive 
educational work is being carried on @ 
local life insurance offices with a view 
of properly informing new salesmen for 
the constructive solicitation of life m 
surance. In addition there is a com 
stantly increasing tendency to develop 
the idea of life insurance work as 4 
business in which a salesman may ¢m 
bark on his own account with a mim 
mum expenditure of money. 


Awards to Prudential 


The Prudential received five of the 
certificates awarded to life compamnits 
at the insurance advertising exhibit ® 
connection with the recent meeting © 
the Insurance Advertising Conference 
The familiar Prudential poster depicting 
the company’s representative delivering 
a monthly income check to the bereav 
young wife with her two babies receiv 
the highest award in the poster class 
The certificate of highest award ws 
also given the Prudential’s sales book 
lets describing different forms © ite 
insurance. The company’s magazile 
distributed to its industrial policyholde® 
three or four times each year was siv@ 
honorable mention in the class for 
sumer house organs. 


Examining Atlantic Life ‘ 
The departments of Virginia, Obie 
and Texas are making a periodical ¢ 
ination of the Atlantic Life. 
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Assets $25,900,000 






BANKERS 


LIFE INSURANCE COMPANY 


OF NEBRASKA 


Insurance in Force over $109,000,000 


Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 

For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 

Thirty-eight years of successful and conservative management have resulted in financial statements and individends to 


policyholders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to 


erect the superstructure. 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


OPPORTUNITIES ARE OPEN FOR PRODUCERS, GENERAL AGENTS AND SUPERVISORS IN THE FOLLOWING STATES: 


PENNSYLVANIA 

UTAH KANSAS 
IDAHO ILLINOIS 
IOWA WYOMING 
OKLAHOMA 


SOUTH DAKOTA 


NEBRASKA OHIO 
MICHIGAN WASHINGTON 
OREGON WEST VIRGINIA 
DISTRICT OF COLUMBIA MISSOURI 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 
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INSURANCE COMPANY 
OF/AMERIGA, 


























Exclusive Territory 


Capable men desiring to build their own General Agencies in 
territory large enough to give them a real opportunity can 
obtain exclusive territory of their own choice with this progres- 
sive young Company. We accept all classes of life risks, age 


one day to 65 years. 
INDIANA 
Terra Haute Indianapolis 


OHIO 


Cincinnati Dayton 
MISSOURI 
St. Joseph Springfield 


are among the present ee for general agents. There are many 
others in Illinois, Iowa, Oklahoma and Michigan as well as the States 
named above. 


Communicate with A. O. Hughes, Vice-President in charge of 
Agencies. 


Farmers National Life Insurance Company 
OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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INSURANCE MEETS THE 
PRIMAL NEEDS OF MEN 


Address by Oliver Thurman Be- 
fore Chicago Life Under- 
writers Association 


TALKS ON POWER OF IDEA 


Show Prospect How Life Policy Will 
Continue His Attained Earning 
Power After Death 


“Life insurance is nothing but simple 
indemnity against the certain loss of 
one’s greatest possession, his earning 
power.” This was the definition given 
by Oliver Thurman, superintendent of 
agencies of the Mutual Benefit Life, at 
the luncheon meeting of the Chicago 
Life Underwriters Association last week. 
Mr. Thurman talked on the power of 
ideas, 

He started in by illustrating his theme 
with a description of a man’s feelings if 
he should suddenly discover when he 
was out in society that his tailor had 
shortened one leg of his trousers by 
one inch, A discovery of such a triviality 
would completely upset the man’s poise 
and prevent the even flow of his con- 
versation. It would completely unnerve 
him. This Mr. Thurman gave as the 
power of an idea to hinder one. On the 
other hand he spoke of the power of an 
idea that will lead a martyr perhaps to 
a terrible death, as an example of an 
idea that motivates, driving the man on 
to action. 

_ The life salesman, said Mr. Thurman, 
aims to motivate someone to do a cer- 
tain thing. His problem is to present an 
idea that will get action from his pros- 





pect. Mr. Thurman then traced some 
of the primal motivating influences in 
the history of mankind. He said that 
back in the stone age one of the oit- 
standing instincts was fear. Men began 
to hedge themselves in and to learn the 
use of clubs and stones for defense. 
Later they acquired a sense of owner- 
ship, and again fear was present that 
the possessions might be lost. Still 
later, as social life grew more complex, 
there arose a desire that one’s posses- 
sions might be distributed, passed on to 
future generations. Life insurance is 
the greatest economic scheme ever de- 
vised to meet all these primal instincts. 
It appeals to the simple desires. 


Use Simple Appeals 


Mr. Thurman said that the best sales 
talk directs attention to the simple 
methods. He spoke of the meeting of 
the Life Agency Officers in Chicago last 
week at which was evident the trend 
back to the primal needs of insurance, 
rather than to the later, complex uses 
for corporations, inheritance taxes, etc. 
These in themselves are very good, but 
the great bulk of the insurance is not 
bought by rich men, but by the ordinary 
people who want insurance to meet the 
primal needs. Among this vast middle 
class, insurance exerts its most benefi- 
cent influence. It will attain its greatest 
usefulness when every man can enjoy 
its benefits. 


Will Get Results 


If the life underwriter can appeal to a 
simple, primal idea among enough peo- 
ple to get the benefit of the law of 
average, he will get results. Mr. Thur- 
man spoke of industrial insurance as an 
example of this. He told of the state- 
ment to him by a farmer that he thought 
insurance a great thing and carried $250 
in an industrial company so that it would 
not be necessary for anyone else to 
bury him. Mr. Thurman said that this 
idea is back of all industrial insurance. 
On this appeal millions of policies have 
been sold. 

Among the larger holders of insur- 


ance, however, is the idea of accumula- 
tion of property. Too often people 
| think of insurance merely as a safe- 
| guard or emergency fund, This is a 
very narrow view. Life insurance is 
real property and in addition has the 
safeguard that the desired amount will 
be paid in any event. Life insurance also 
meets the present desire of men to dis- 
tribute their property among others 
when they are through with it. 


Is Greatest Possession 


The greatest possession of the average 
man is not his house, nor his bonds, nor 
any other of his possessions, but rather 
his earning power. The wealth of a 
| nation is not the sum total of its mate- 
rial possessions, but the earning power 
and the ability of its citizens. This earn- 
ing power is non-transferrable. No 
matter how successful a man has become 
he cannot pass on his ability to his son. 
His son must come through experiences 
of his own to develop his value through 
his ability to earn. It would be very 
nice, Mr. Thurman said, if a man could 
merely will his ability to make money 
to his wife. This is out of the question, 
however, and the only thing that the 
husband can do is to insure that ability 
to earn, so that it will not be altogether 
lost upon his death. 


Should Insure Possession 








Everyone insures his property values. 
| The average man could not sleep if he 
| thought that his house was uninsured 
| for one night, but he does not rush to 
the life insurance office as he goes to 
| the fire insurance agent, to protect his 
greatest possession, his ability to earn. 
| This is his most precious asset and yet 
Mit is his most fragile. It may be snuffed 
| Out at any instant, and yet people are 
| underinsured or uninsured because they 
| do not understand that this earning 
power is their greatest possession. As 
they grasp this idea, which is the big 
consideration of life insurance, they 
become willing applicants. 

This view of life insurance is an old 
one that has gradually been lost in the 





more complex considerations. Mr. Thy, 
man quoted an editorial written in jg; 
which stated that life insurance capp, 
extend life, but it is a device wherg 
the ability to earn can be continy 
after a man’s death. Life insurane ; 
not merely an emergency fund; jt ; 
indemnity against a certain loss of on 
most precious asset. It is strange thy 
a man demands fire insurance op }; 
house every minute, day and night, 

that he will be protected against yh, 
is after all a fairly remote contingeny 
and yet the average man will put fg, 
ward all sorts of excuses to keep frp 
taking insurance against an absolyy 
certainty, the loss of his earning po 


Tells of His Struggles 


Mr. Thurman says that the averay 
successful man likes to tell of his str 
gles from a lowly beginning. He gj 
it is strange how many prominent me 
were born on farms. It is a matte 
of pride with most men to sped 
of themselves as “self-made,” havis 
climbed from a lowly position to the 
present heights. It is not wasted tim 
for the life insurance agent to listen 4 
this sort of talk. Rather he should e 
courage it. If he can get the prospe 
to talk of his own struggles to achiev 
success, he is laying a splendid foun 
tion for presenting a life insurance tak 
By the time the prospect has expande 
his chest and told of his present positics 
and how he attained it through th 
school of experience, the life insuranc 
agent can strike in with his story. kk 
can tell him that all this hard experien 
in the past was the purchase price d 
the man’s present ability and earnin 
power and that this ability is not trans 
ferrable. If he does not do somethin 
to insure its continuity, it must peris 
a short time after it has been develope 
He cannot pass it on to any other mem 
ber of his family, though it is his mos 
prized possession. 

When life insurance is presented t 
him in this light, as a method of con 
tinuing this thing that he has made fr 

(CONTINUED ON NEXT PAGE) 
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in both your company and ours. 


Station WSAI 


The Union Central Life Insurance Company 


CINCINNATI, 


OHIO 


equests the pleasure of your attention on the air every 
Sunday Evening at a quarter past nine o'clock, 


Central Standard Time, to meet 
Mr. Sigmund Culp 


and his twelve-piece orchestra of Cincinnati 
Symphony Orchestra Artists 


At a later date there will be brief health talks by the Union Central Medical Director, 
Dr. William Muhlberg, for our mutual welfare, thatthe mortality rate may be lower and dividends higher 
December 13, Mr. Dan Beddoe, famous Welsh tenor; 


December 20, Union Central Home Office Choir. 
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| IDEAS THAT HELPED GURDON W. NOBLE 
TO BECOME A SUCCESSFUL PRODUCER 











URDON W. NOBLE, 
a agent of the New England Mutual 

at Omaha, drew from his 30 years 
of experience as an agent to tell the 
members of the Lincoln Life Under- 
writers some of the things that he found 
yseful and which he says were essential 
jeatures in the modest success he has 
achieved. - 

Mr. Noble is one of the largest in- 
dividual producers as well as head of a 
big agency, and occupies a high place 
among the members of the profession. 
He said, in part: ‘ 

“The following ideas are given in the 
hope that they may prove factors in the 
growth of each agent. They are my 
own ideas of the things that have helped 
me to do better work and secure a more 
and more profitable business. 

“; Cultivate the men in your line. 
a. Make their acquaintance and win 
their friendship. b. Always treat them 
fairly. c. Assist in keeping in force any 
policies that have been written and are 
good. d. Use every opportunity to make 
contracts with big writers. They will 
give you great stimulation. 

“IT once dodged my fellow-workers 
and thought ill of many of them but I 
found it was a mistake. The public will 
not have much confidence in the man 
who is always telling how crooked his 
competitors are. I have been frequently 
indebted to a competitor for the idea 
that resulted in a large line of business. 
Iam now a firm believer in the high 
character of the great number of men 
who might be classed as competitors. 


Two Lists to Avoid 


“2. Be the most prompt man in the 
payment of your bills and the most pru- 
dent man in making investments in your 
community. A bad reputation in money 
matters is like a bad odor. It just seems 
to spread everywhere. There are two 
lists that the life insurance salesman 
should never permit his name to grace, 
and they are the “dead beat list’ and the 
‘sucker list.’ When an agent has the 
best investment that can be made right 
in his own line, how can he win con- 
fidence of men worth while if he takes 
hazardous chances with his own earn- 
ings? 

Do Community Work Judiciously 


“3. Community service has a reason- 
able claim upon every man. Each man 
owes his community and must pay if he 
is to grow into its life and be well 
thought of by his fellow men. He should 
choose some particular committee work 
to which he can devote himself with all 
his heart. Having chosen one of the 
great lines of community work and put 
through his part with promptness and 
ability, he must be careful or certain 
leading citizens will begin to unload 
their responsibilities on him and then he 
will do nothing well and waste his valu- 
able time in ‘gathering goat feathers,’ as 
Ellis Parker Butler puts it. 


Service for Small Policyholders 


“4. Each agent who wants to grow 
Must devote himself loyally and unself- 
ishly to his patrons. The man who buys 
$1,000 policy should have just as much 
attention as the man who buys $100,000. 
‘No man can tell when the $1,000 man is 
soing to come out later and be the big 
buyer. Practically all of my large pat- 
Tons are men who at first bought $1,000 
or $2,000 and have increased as they 
frew in business until I now have from 
tight to 15 policies on their lives in 
smounts ranging from $50,000 to $600,- 
00. One lawyer started with $1,000, 
when he had to pay the small premium 
Quarterly, He has come back to me 
me and again and, although he has 
moved away from my state, I have writ- 
‘en all his life insurance and he pays 


general | ests and that is why he comes back. In 


| their sickness and in their dark financial 
| days I have risked much money to pay 
| premiums for my patrons and I can 
state that such service is never a losing 
gaine, 

Value of Company Confidence 


“5. Be worthy of the confidence of the 
company officers and especially the med- 
ical department. You can frequently 
help a man who does not look well on 
the examiner’s blank to get an unmodi- 
fied policy if your statements to the 
medical department always stand the 
acid test. Some agents always boost the 
poor risk and in so doing they say to 
the medical department, ‘You cannot 
believe a word I say.’ It never does any 
harm to let the medical department have 
every essential bit of information in 
regard to a proposed risk and if the 
examining doctor has failed to make 
plain all the facts, the agent can help 
the company to see the man as he really 
is and that is all any decent agent can 
desire. 

“6. The agent who makes ‘assump- 
tions’ usually ceases to grow. The only 
assumption he has the right to make is 
that every man in good health, of in- 
surable age and earning money, is a 
prospect. Much of my best business 
has been written on men who were posi- 
tive that they never would buy and they 
meant it. But I make cards of all such 
men, drop these cards into my ‘nut sack’ 
and begin to study the men and keep my 
eyes open. Something is sure to happen 
in its own good time and I know then 
that I have the hammer that will crack 
the nut, but I keep away from them or 
at least do not mention the subject until 
I feel confident that I have the solution. 
The best bronchos to ride are the hard- 
est fighters when you first rope them. 


Questions to Ask 





it~ 


7. Vision yourself as a_ success. 
Nothing can be done for the man who 
always sees himself as a pigmy. Ask 
yourself the following questions: 1. Am 
I at home in this business? 2. Am I 
growing? 3. Do I have a better knowl- 
edge as well as more experience? 4. Do 
I deserve success? 5. hen I have 
failed, do I study the case to know why 
and do I then profit thereby? 

“I myself fell down on every good 
sized case for some years but I never 
Jet up until I know ten causes of failure. 
My most profitable cases have been 
some that I have refused to write. Every 
man must decide that dirty work on 
his part puts him on the toboggan and 
if his competitors use the quick method 
of ending their usefulness, that is not 
his worry.” 


Muncie Host to Indiana Companies 


The Western Reserve Life was host 
to the legal reserve life insurance com- 
panies of Indiana at the annual conven- 
tion, which was held in Muncie this 
week. More than ten life insurance com- 
panies in the state sent representatives. 
The program consisted of business ses- 
sions in the afternoon, a banquet at 6:30 
and several addresses in the evening. 


Mrs. Anna Lentz, aged 92, mother of 
John J. Lentz, president of the American 
Insurance Union, died at her home in 
Columbus, O., Saturday. She was a 
granddaughter of a soldier in Napoleon's 
army. 








OLIVER THURMAN’S ADDRESS 
(CONT'D FROM PRECEDING PAGE) 


| himself, he will receive it with much 


more interest. He is proud of his ability 
and the thought that it must perish with 
him in a few years at most will get his 
deepest attention. While he is in this 





me nearly $3,000 in premiums. His buy- | ; of | 
| ance can continue this into the future 


I . : . 
= has covered a period coextensive with 
* years in the business, 31 years. He 


‘ays that I have been loyal to his inter- | 


receptive mood, he is a most willing 
listener to the story of how life insur- 


long after his death, providing a sort of 
immortality in tangible form as it were. 











WOULD YOU BE 
INTERESTED? 


in a General Agency Plan which will 
enable you to increase your earnings 
at once while building an estate for 
yourself that will assure your indepen- 
dence within five years? 


If such a Pian appeals to you write 
us fully and confidentially now. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises’ 


OVER TEN AND A HALF MILLIONS OF 
HIGH-GRADE ASSETS 
OVER SEVENTY-TWO MILLIONS OF 
HIGH-GRADE BUSINESS IN FORCE 

















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


._R ny Manager E. L. BLACK, State Manager 
outhwestern Department 
401-2 Mercantile Bank Bldg, _ P. O. Box 148 
Dallas, Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 
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GENERAL AGENTS 


capable of organizing and 
developing territory in 





Georgia Alabama 
‘Kentucky Texas 
Michigan North Carolina 


are wanted by 


Atlantic Life Insurance Company 


of Richmond, Virginia 


If you are ambitious to build your own 
business with a Company which will assist 
you in realizing your ambition, apply at 
once to 

WILLIAM H. HARRISON 

Vice-President and Superintendent of Agencies 


Honestly It’s the Best Policy 














The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















INDIANA ILLINOIS IOWA MICHIGAN 


"04 FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 








A text book for beginners, a review book for experienced men, a book that every life insurance man shouki 
have—Jacob A. Jackson's “Easy Lessons in Life Insurance,” $1.50, including Quis Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 


INSURANCE GREATEST 
CONSERVATION AGENCY 


Hugh D. Hart Gives an Inspiring 
Address at Hartford 
Meeting 


SAFEST OF INVESTMENTS 


Life Underwriter Has Great Mission in 
Helping His Country and Mankind 
to Attain Ideal 


Hugh D. Hart of Hart & Eubank, 
Aetna Life general agents in New York 
City, gave an address at the meeting in 
celebration of Connecticut Insurance 
Day at Hartford last week on “The 
Mission of Life Insurance to America,” 





HUGH D. HART 
Aetna Life, New York City 


which made a deep impression. In the 
course of his talk Mr. Hart said: 

“Every worthwhile man wishes to do 
a worthwhile work. Not only must his 
work promote his own interests, but it 
must redound to the welfare of his 
country. This is the spirit that has 
builded the American civilization. 
_“The modern life underwriter is espe- 
cially concerned in this phase of his 
career. He does not merely ask, ‘What 
rewards will my_ life insurance efforts 
bring to me? From time to time his 
reflections ascend from the valley of 
private interest to the mountain top of 
idealism where he can view, with states- 
manlike vision, the larger outlines of his 
vocation; where he can consider the 
answer to the question, ‘What part does 
the institution of life insurance play in 
the progress of my country?’ 


Phases of Economie Progress 


“There are two processes by which a 
nation attains economic progress. The 
first is the process of building up wealth. 
This is done through innumerable 
methods. The oldest method is agricul- 
ture. Manufacturing, mining, transpor- 
tation, merchandising, all contribute to 
the creation of wealth—as well as that 
miracle-working something that we call 
appreciation of values. During the 
decade from 1914 to 1924, the wealth of 
America increased an average of $13,- 
000,000,000 per year. Today the wealth 














of the United States is estimated at 


$350,000,000,000. Never before in th 
history of the world has a nation mage 
such tremendous success of the process 
of building up wealth. 


Value of Manpower 


“In recent times we have come ty 
recognize that there is a form of wealth 
other than property, the wealth that js 
represented in the economic value oj 
human life. How strange it seems that 
we were so slow to recognize this form 
of wealth. From time immemorial me, 
have granted a financial value to the 
horse which worked at one end of the 
plow, while overlooking the financial 
value of the farmer who directed the 
horse from the other end of the plovw, 
Dr. S. S. Huebner of the University of 
Pennsylvania, goes so far as to state 
that if the life values of the American 
people were capitalized on a basis of 
their earnings, the result would be from 
six to eight times as great as the prop. 
erty values. If the life values are only 
three times as great as the property 
values, they would amount to more than 
$1,000,000,000,000. 


Must Conserve Wealth 


“But we must not be content merely 
to build up wealth, whether of property 
values or of life values. We must 
employ also the second process, that 
of conserving wealth. No permanent 
economic advancement is possible unless 
both the creating and the conserving 
processes go hand in hand, for what 
profit is there if we build up today, only 
to lose tomorrow? 

“The institution of life insurance is 
the greatest conservation agency in 
America. For one thing, it is greatest 
in size. The combined assets of our 
life insurance companies aggregate 
$10,000,000,000, and the amount of life 
insurance risk which they support, 
amounts to over $64,000,000,000. Thus 
8 percent of our wealth is comprised 
of the assets of the institution of life 
insurance, and the life insurance estates 
which it bears upon its strong shoulders 
approximate almost 20 percent of our 
total wealth. Not alone is it greatest in 
size, but also it is greatest in the scope 
of its purpose, for the life insurance idea 
is the only conservation plan which 
attempts to conserve our life values. It 
recognizes that wealth does not rest on 
inanimate institutions but on institutions 
made animate by human beings. 


Restores Economic Value 


“We would render our wealth imper- 
ishable, and yet life insurance alone 
recognizes that all wealth derives its 
value from perishable men. In the light 
of that grand conception life insurance 
undertakes to restore to society the 
economic value of a man when his value 
is extinguished by death. And how 
marvelous a conception it is! As one 
generation dies life insurance seeks to 
close the resulting economic void, 8° 
that the succeeding generation is free 
to take up its tasks without having to 
bear a burden of loss inherited from its 
predecessor. 


Is Safest Investment 


“But life insurance approaches the 
task of conservation not alone through 
conserving life values, but by providing 
a safe repository for the saving o 
wealth. Safety, after all, is the pat 
amount virtue of a life insurance com- 
pany, and the idea of safety has been 
brought to such a high state of accom- 
plishment by the majority of our life 
insurance companies that there has 
grown up a sort of proverb in Ameri@ 
which runs like this: ‘No investment 
except life insurance is absolutely sat. 
The reason for the superior safety ° 
life insurance over almost any othe 
form of security is attributable to sever 

factors, but to none more than the 
application of the principle of averages 
to the investment of life insurance 


serves. 
Gets Wide Average 


“It is an apparent paradox to = 
that no investment is safe while at = 
same time claiming safety for life ! 
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ye paradox is explained away by the 
wt that the life insurance company 
nooses such a wide variety of the most 


proc servative investments that the appre- 

ation in value of some, with almost 

“anny precision, seems to offset the 
eo yreciation of others. This important 
f Me to ME oction of the institution of life insur- 
ot wealth nce of providing a safe place for the 
a that 'S Biimerican people to put their money is 
value oj mphasized by the statement which 
his that cently appeared in the press to the 
us form fect that last year the American public 
ral men #.k $3,000,000,000 in unwise invest- 
a the ments. Contrast the fate of these lost 
ferns 000,000,000 with that of the $2,200,- 
ye y000 that were conserved in 1924 in 
- an fe insurance premiums. 


Uses of Life Insurance 








































ersity of 


to state HJ “put 3 percent of the income of the 
‘merican Hiinerican people is used to purchase life 
basis of ME urance, yet from that 3 percent comes 
be from ; 


t percent of all that remains at death! 
Vhat is this 87 percent used for? It is 
sed to pay the debts of those who 
have passed away and thus preserves 
he honor of the dead. It is used to 
stabilize business, and thereby strength- 
ns the commercial institutions of the 
country. It is used to preserve the 
American homes that have been invaded 


1e prop- 
are only 
property 
ore than 


merely , 
yroperty [by the grim spectre of death. It is 
e must Myed for another purpose, 2 purpose as 
ss, that Misacred as any use to which money can 
‘manent [be put—it is used to educate fatherless 
e unless MBchildren, and thus vouchsafes a more 
serving [accomplished citizenship to serve the 
r what Mifuture needs of the nation. In no finer 
iy, only [yay does the institution of life insurance 

perform a mission to America. The 
ance is [census report of 1920 shows that one 
ncy in [Bboy in every nine in the United States, 
zreatest MBbetween the ages of 10 and 15 years, 1S 
of our Mout in the world at work. Dr. Willard 
gregate MMof the Kansas State Agricultural Col- 
of life MBlege, after a careful study, has found 
upport, Mithat out of every 371 successful careers, 

Thus #9370 are enjoyed by college men; and 
nprised Mout of every 288 who have amassed 
of life MBwealth, 277 have had college and uni- 
estates MBversity training. 
oulders Have Equal Chance 
of our 


‘The sons and daughters who come 
from fatherless homes are entitled _to 
an equal chance in the race of life beside 


itest in 
scope 
ce idea 


which [the sons and daughters of living fathers, 
es. It Mand the institution of life insurance, more 
est on [than any other institution, takes the 
tutions Mplace of the fathers who have gone to 
their graves, and guarantees to those 
orphan children the educational advan- 
tages which they would have had if their 
imper: fathers had lived. 
.. Three Ideals Sought 
e light “The recorded history of the civiliza- 
srance #Mtion discloses that nations have struggled 
y the Mftoward the attainment of three great 
value #§ ideals: Religious liberty, political free- 
how ##dom and economic independence. The 
s one [soil of a thousand battlefields has been 
ks to ## drenched with the blood of patriots who 
id, sO # have fought and died that they and their 
; free PB children, and their children’s children 
ng to [might have a right to worship God 
m its # according to the dictates of their own 
consciences, and for the privilege of 
pursuing their individual destinies un- 
hampered by the tyranny of govern- 
the ments. Our own country was founded 
ough largely for the purpose of establishing 
iding Phere in the new world these first two 
g of national ideals, and America today, more 
pat- @ perhaps than any other nation in the 
com- @ world, bestows the blessings of these 
been two great ideals upon its citizens. 
com- Brin, 
fife =s Economic Independence 
has . ‘The third ideal, that of economic 
erica independence for all the people, the ideal 
nent that men and women and children of all 
safe. “lasses of society shall have the means 
y of with which to enjoy a more equitable 
ther share of the good things, has by no 
eral means been attained in this or any other 
the country. A great part of the mission 
ages ot life insurance to America is to help 
se idee to pass this third great national 
ee. Today more than 50,000,000 
“merican citizens, almost half of our 





Pa Population, are holders of life 
- poe Policies. Every such policy is 
ms cate of economic independence; 

*Y such policy is a charter of finan- 







cial liberty; every such policy is a step 
toward rounding out the third of that 
immortal trinity of national ideals which 
will complete the grandeur of our great 


republic. 

“This, then, in its last analysis, is the 
great mission of life insurance to 
America, to assist in conferring eco- 


nomic independence on the American 
people, just as our forefathers gave to 
them religious liberty and political free- 
dom. It is this great task, this tremen- 
dous responsibility, which rests upon the 


toil of insuring the lives of his fellow 
citizens. 
Patriot in Peace 

“More than 2,000 years ago there 
gathered in Athens an assemblage of 
citizens to memorialize the men who 
had died in the Peloponnesian War. 
Pericles, Athens’ greatest statesman and, 
next to Demosthenes, her most eloquent 
orator, was to pronounce the funeral 
oration. After describing the glories of 
Greece, he said, ‘It was for such a 
country that these men, nobly resolving 
not to have it taken from them, fell 
fighting. It is well that every one of 
their survivors should be willing to live 
in its behalf.’ Pericles thus laid down 
the principle that there is a patriotism 
of peace, as well as a patriotism of war; 
that it is just as important that men 
should live for their country as that men 
should die for their country. 

“In the vital mission of life insurance 
to America the life underwriter is a 
patriot in times of peace; for, truly, by 
helping the institution of life insurance 
to perform its mission to America, the 
underwriter is, in a practical sense, living 


for his country.” " 


MORE CONVENTION DATES SET 





Additional Announcements by Life 
Companies Regarding Plans for 
Agency Meetings 





The Oregon Life of Portland will hold 
its next annual agency convention April 
12. This will be the 20th anniversary of 
the Oregon Life and the meeting will 
probably be held at the home office or 
in Seattle. 

The American Life of Denver will 
hold its annual agents’ convention some 
time in January with about 50 represen- 
tatives in attendance. This meeting will 
held at the home office. 

The Southern Life & Health of Bir- 
mingham, Ala., will hold the meeting of 
its 16 managers in Birmingham the lat- 
ter part of January. 

The Pilot Life will hold its annual 
meeting in June in Washington, D. C. 


Director of Missouri State 


Frank Overton Watts, president of 
the First National Bank of St. Louis, the 
largest national bank west of the Mis- 
sissippi, has been elected a member of 
the board of directors of the Missouri 
State Life. Mr. Watts is very prominent 
in financial circles, and was appointed 
chairman of the financial section of the 
International Chamber of Commerce, 
which met in London in 1921, 





Samuel Ulysses Scott of Alton, IIL, 
representative in that city for the 
American Bankers Life Insurance Com- 
pany, died at St. Joseph Hospital, Alton, 
Nov. 17. Mr. Scott, who was 59 years 
old, had been ill for several weeks. The 











underwriter as he goes about his daily 
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A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 














Springfield Life Insurance Company 


A MuTuat Lega Reserve Lire INSURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We oo. Agents who CAN— 
1 - 

















first year commissions 
Liberal renewals—thus insuring a permanent income 
Actual—not promised—h office co-operation 
Large actual prospect lists 


Business in Force $80,000,000 





C. Hubert Anderson, Supt. Agencies 


A. L. Hereford, President 


Springfield, Ill. Springfield, Ill. 














CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES IOWA 
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body was taken to Anna, IIl., for burial. 





POLICY LOANS CAUSE LAPSES 
Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of 
twenty-two years of careful research and experience. 


THE OTIS HANN COMPANY 
St. Chicago, 


10 So. La Salle Illinois 











Service to Policy Holders 
Operates under the Famous “ 


Live Up-to-Date Policies 





H. B. HILL, President 





MUTUAL LIFE OF ILLINOIS 


Ap Old Lime Legal Reserve Life Insurance Company 
A Company of Service 


stration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State i . 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Prea. and Actuary DR. J.R. NEAL, See. 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endewmente 
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You'll Enjoy Representing 
a Company Offering — 


—the most attractive and liberal policies now 
available in the insurance field. 

—the safest protection at the lowest net cost. 

—protection in a rapidly growing company whose 
Persistency and Progress Record for 1924 was 
68.30%. 


— copyrighted contracts for the insured with ad- 
vantages not to be had from any other old line 
legal reserve company. 

—its policy holders a safety ratio of $2.78 in as- 
sets for every dotlur of policyholder’s liability. 


Because of the demand for our policies we are needing repre- 
sentatives. It will be to your interest to write for full par- 
ticulars regarding our liberal agents’ contracts. Address 
Louis A. Boli, Vice-President and Agency Director, Wichita, 


YATIONAL SAVINGS 


Lol les 


INSURANGE GOMPANY 
National Savings Bldg. Douglas at Emporia 


WICHITA 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 








CELEBRATE INSURANCE 


Hugh D. Hart Makes Deep Im- 
pression on Conference at 
Hartford 


Dr. Sykes of Connecticut General Says 
Agents Have Surprising Knowledge 
of Medical Selection 


Referring to the fact that Connecticut 
Insurance Day was being celebrated in 
the “heart of the premium city—the 
insurance capital of the nation,” Hugh 
D. Hart of Hart & Eubank, general 
agents of the Aetna Life in New York 
City, made a personal triumph when he 














FRANK W. PENNELL 


addressed the life section of the confer- 
ence last Wednesday morning at the 
Phoenix Mutual building. Mr. Hart, 
who with his partner has built up a 
new business stated to be over $60,- 
000,000 in a 12 months’ period and still 
growing, made a distinct hit with his 
paper entitled, “The Mission of Life 
Insurance to America.” 


Address of Chairman Holcomb 


John M. Holcomb, chairman of the 
board of the Phoenix Mutual Life, had 
assigned to him the task of extending a 
welcome to the 150 visiting life men who 
attended the life group meeting at the 
Phoenix Mutual building. The response 
was made by Edward S. Doten, chair- 
man of the session, who is president of 
the Connecticut Association of Life 
Underwriters. He hails from New 
London, where he represents the Mu- 
tual Life of New York. He told of 
plans for expanding the life underwrit- 
ers’ movement in Hartford, Bridgeport 
and New Haven and mentioned the 
standard programs for monthly meetings 
which the National Association of Life 
Underwriters is pushing at present. 

According to information Mr. Doten 
has received from President Frank L. 


Jones, the four programs to be sent 


out from headquarters will be on life 
insurance and education, life insurance 


and financial institutions, the one act 


play, entitled, “Thy ‘Will’ Be Done,” 


and a prize contest of two minute talks. 


Merchandising Life Insurance 


Frank W. Pennell of New York City, 


connected with the Life Insurance Asso- 
ciates, was on the program for a talk 
on “Merchandising Life 


Insurance.” 











He was a member of THe NATIONAL 


DAY IN CONNECTICUT 


F. W. PENNELL ON SELLING 


Unperwriter staff before entering th 
life insurance business in New York 
City with the Mutual Benefit and h, 
been writing over $1,000,000 of person) 
business for several years. Mr. Pennglj 
does not talk company any more, by 
he does strive to give his clients rej 
service. He believes this is the moy 
important selling argument. ; 

He said unselfishness and the develop. 
ment of the social instinct are als 
invaluable. Mr. Pennell concentrates 
his work in the financial district of Ney 
York and has the business “sewed up” 
in one of the prominent banks. He 
secures the most satisfaction in writing 
cases of $5,000 and $10,000, more than 
in selling a $50,000 case. Anyway, Mr 
Pennell believes in selling policyholders 
policies which they need early in life. 
trusting to the growth in their ow, 
business to make it possible for him to 
write them for big amounts a few years 
from now—and it works. He said his 
repeat business for 1925 will be over 
$500,000. It was urged by Mr. Pennell 
that a life insurance agent should be- 
ware of following cold trails, but he 
should use more care in his prospecting 
and never waste time arguing with a 
prospect. 


Importance of Service 


Superintendent James A. Beha of New 
York in addressing the life group 
stressed the importance of service, say- 
ing that it is the most important asset 
which a life insurance salesman can 
offer his policyholders. 

Graham C. Wells of New York, past 
president of the National Association of 
Life Underwriters and general agent of 
the Provident Mutual, asked agents to 
support properly local associations of 
life underwriters. The meeting, at the 
suggestion of Mr. Wells, authorized the 
sending of memorial resolutions to 
Edward A. Woods on the death of his 
brother, Lawrence C. Woods. 

Speaking on “The Relation of the 
Medical Department to the Field Man,” 
Dr. Lawrence G. Sykes, medical director 
of the Connecticut General, stressed the 
change of attitude which has taken place. 
The idea has been reversed of having 
the medical man on the job to prevent 
the agent from putting over something 
on the company. Instead, he is on hand 
to encourage service between the agent 
and the company. Today he helps the 
agent so that policies shall be issued to 
the largest possible percentage of ap- 
plicants solicited, standard if possible, 
scientifically rated where necessary. 


Gives Strong Endorsement 


Those attending the life insurance 
group meeting Wednesday morning 
heard a wonderful endorsement of the 
entire insurance business at the Junch- 
eon when Governor Trumbull of Con- 
necticut, in welcoming the visitors, said 
he considered insurance one of the 
safest and best investments any man i 
the world can possibly make. He urged 
that every person in Connecticut carry 
as much life insurance as he can. _ , 
All branches of insurance joined i 
the afternoon meeting and at the - 
quet in the evening at which the chie 
speaker was Congressman Theodore. 
Burton of Ohio, who spoke on foreigt 
relations and world policies. 


Northern States Lets Contract 


The Northern States Life of Ham- 
mond, Ind., has awarded the contract 
for its new home office building to be 
built in that city. It will be two stories 
high and basement, will be fireproo 
construction and cost about $200,000. 
will be 92 by 123 feet, of stone and bric 
construction with stone front. Work o® 
the structure will commence at once. 


Irwin With Royal Union 


Lynn J. Irwin, for some time an & 
aminer in the Iowa insurance depart 
ment, has resigned to accept the Levene" 
of assistant manager of the investme? 





P f 
department of the Royal Union Life 0 


: ° c 
Des Moines. Mr. Irwin has had mu 
experience in looking after invest 
and securities and he will be a va 


ments 
luable 





man in this new position. 
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COMPANY SHAPING UP 


—_—_— 


UNION LABOR LIFE PLANS 





Executive Committee Holds Important 
Conference to Work Out Details 
of Organization 





The executive committee that is shap- 
ing final plans in the organization of 
the new Union Labor Life met at At- 
lantic City last week in an important 
conference to this end. 

Those attending the conference were 
Matthew Woll, vice-president of the 
American Federation of Labor and pres- 
ident of the Photo-Engravers Interna- 
tional Union; G. W. Perkins, president of 
the Cigar Makers International Union; 
Thomas F. Flaherty, president of the 
National Federation of Postoffice Clerks; 
Luther C. Steward, president of the Na- 
tional Federation of Federal Employes; 
Martin F. Ryan, president of the 
Brotherhood of Railway Carmen; 
Thomas E. Burke, president of the 
United Association of Plumbers and 
Steam Fitters, and L. D. Wood of Phil- 
adelphia, the company’s counsel. 


Articles Were Filed 


Articles of incorporation of the Union 
Labor Life were filed some weeks ago 
with the state tax commission and the 
insurance commissioner of Maryland. It 
is a stock company, the authorized capi- 
tal being fixed at $1,000,000 of the par 
value of $25 a share. The stock is being 
sold for $50 a share to provide a surplus 
of $1,000,000. 

Fifteen directors of the new company 
have already been named and ten more 
are to be chosen soon and officers 
elected. It is expected that the Union 
Labor Life will begin to issue policies 
the first of the new year. 


Some of the Things 
In Which Men Are 
Much Interested 


A pension for old age. 

Enlarging credit. 

Protecting a partnership. 

A safeguard for corporate inter- 


99 19 pe 


ests, 

_5. A sinking fund to pay future ob- 
ligations. 

6. An investment with guaranteed in- 
terest. 

7. Collateral security for the young 
man who is borrowing money to go 
through college. 

8. Collateral security as a basis for 
credit for the man without funds who 
wishes to start in business for himself. 

9. Securing payment of bad debts. 

10. Payment of current obligations at 
death, 

ll, An income for life to the wife, 
son, daughter, or other dependents. 

12. A college education—guaranteed 
—to the son or daughter. 

13. Fund for payment of inheritance 
taxes and cost of administration. 

’ 14. A marriage portion for a daugh- 
er. 

15. A reward to faithful employes for 
Services rendered. 

16. A bequest to some charitable or 
religious institution. 

17. A perpetual Christmas gift to 
wife, daughter or son. 

18. A perpetual birthday gift to some 
member of the family. 

19. A compulsory thrift program for 
the young man or woman without de- 
pendents. 

20. Protecting the wife and family 
of a favorite preacher after his death, 
by having the congregation pay the pre- 
miums upon a policy on his life. 

Life insurance is the answer to all of 
these needs, and the only answer to 
most of them. 
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Every month the agents of this Company write its advertisements. 


J. Frank McKee 
wrote this ad 





J. FRANK McKEE 


Mr. McKee came to the Peoples 
Life Insurance Company of In- 
diana from the teacher's profes- 
sion. This Company is his first 
and only insurance love. He has 
been a successful life underwriter 
because he has learned to help 
others to help themselves. Soon 
after entering the business he set 
his ideals as a guiding star and 
the fact that he has kept earnestly 
and honestly forging ahead with his 
eyes on that star is in a great 
measure responsible for his suc- 
cess. 


HE best help that can be given 
any man is that which induces 
him to help himself. That is what 
the members of this profession are 
doing every day; constantly develop- 
ing unselfishness, thrift and other 
commendable traits in their prospects. 


The ideal philanthropist is he who 
helps his fellow man as he goes along 
through life, and the representative 
who does not work with the idea of 
doing real service to humanity is 
losing a great part of the compensa- 
tion which he might secure. 


The Law of Compensation guaran- 
tees rewards in proportion as we de- 
serve them. 


The Peoples Life Insurance Com- 
pany of Frankfort, Indiana, is pecu- 
liarly fitted to help their salesmen and 
policy-holders in this cooperation. 


The entire family between ages of 
one and sixty may be written most 
liberal policies — backed by friendly 
service given by the Company. 


Peoples Life Insurance Company 
“‘The Friendly Company’”’ 


Frankfort, Indiana 


General agency opening in the following states: 


Indiana Illinois 


Texas 


California 


Ohio Michigan lowa 
Tennessee Arkansas 
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BETTER ATTITUDE TO 
MEDICAL DEPARTMENT 


Dr. Sykes Says There Is More 
Cooperation With Field 
Men 








KNOWLEDGE IS GREATER 





In Address at Hartford Director Urges 
More Tact in Relations with 
Local Examiners 





Dr. Lawrence G. Sykes, medical 
director of the Connecticut General, 
spoke last week at the meeting in Hart- 
ford celebrating Connecticut Insurance 
Day, on “The Relation of the Medical 
Department to the Field Man.” In dis- 
cussing the improvements that have been 
made in the attitudes of the two depart- 
ments toward each other, Dr. Sykes 
said: 

“My topic is one to which home office 
officials today are giving considerably 
more thought than in years past. Allow 
me to quote a medical director’s paper, 
appearing in his company’s home office 
publication, which sets forth the change 
of attitude that has taken and is taking 
place between medical departments and 
agents: 

Great Changes Made 

“‘The past 20 years have seen great 
changes in agency relationship to med- 
ical selection and probably the greatest 
change is now imminent. Two decades 
ago it was not infrequently a sort of 
guerilla warfare between the agent and 
the medical department, each thinking 





that the sole object in life was to defeat 
the other. The agency manager or 
medical director who has such an atti- 
tude today is sadly out of step with the 
trend of the times and has no place in 
a company managed along modern lines. 
The idea has reversed from trying to 
prevent an agent from putting over a 
bad risk to one of service between the 
agent and the company by issuing poli- 
cies to the largest possible percentage 
of applicants solicited, standard if pos- 
sible, scientifically rated where necessary. 
The attitude therefore changes from 
suspicion to cordial helpfulness. Action 
is speeded up; policies are issued 
promptly; unnecessary technicalities and 
correspondence eliminated; new forms of 
service rendered, such as health service 
to policyholders; education in medical 
selection and constant study, so that 
innocent impairments can be differenti- 
ated and accepted at standard rates. In 
the old days it was sufficient to know 
that albumin, sugar or a heart murmur 
was present, and the case was declined. 
Now, we want to know how much 
albumin or sugar, so that the smaller 
amounts can be accepted, and what kind 
of a heart murmur, so that the insig- 
nificant ones can be approved. 


Understands Selection 


“‘An equally significant change has 
taken place in agency attitude. The 
modern agent understands that careful 
selection of risks is essential to his 
company’s safety, low net cost of pro- 
tection, and his own success. He is 
eager to learn the principals of selection, 
as a keen mind and sound judgment are 
necessary to sales success. The modern 
agent soon absorbs a surprising amount 
of medical and underwriting knowledge. 
He is proud of his company’s mortality 
showing, if it is favorable, and he seeks 
to keep it favorable. He would no more 
connive at putting a bad risk on his 
company than he would forge a check 
on it.’ 

“Let us, therefore, consider this rela- 
tionship of ours from the angle of 
cordial helpfulness to one another. Med- 





ical departments in almost every com- 
pany are making great efforts these 
days to see to it that agents get prompt 
service. It is my belief that members 
of medical departments must know what 
business service consists of and that in 
dealing with salesmen they must under- 
stand salesmanship and service. Every 
effort should be made to fortify the 
agent with a knowledge of fundamental 
underwriting principles. Selection be- 
gins with the soliciting agent. 

“We do not expect him to diagnose 
heart murmurs, diagnose pulmonary 
tuberculosis, analyze specimens, but we 
do expect him to know, as far as it is 
possible to ascertain, that the applicants 
he recommends to the company are men 
and women of good morals and good 
habits. He should know’ whether 
their income is sufficient to justify the 
amount of insurance applied for. Not 
only should all favorable information 
which he has knowledge of be furnished, 
but all real facts regarding unfavorable 
action by other companies. The agent 
in so many cases is the sole individual 
who knows all the facts and does he 
not fall short of his duty to the com- 
pany and himself if he fails to present 
the unfavorable as well as the favorable 
features of the case? 


Should Study Methods 


“An agent having a higher percentage 
of declinations than his company’s aver- 
age would do well to study his under- 
writing methods. The application and 
medical examination portray a definite 
picture of a man or woman applying for 
life insurance, which is judged entirely 
upon the merits presented therein. All 
too frequently the agents fail to add any 
color to the background of the picture, 
from the knowledge they must have of 
the applicant. Rarely do we receive 
information in the larger cases as to the 
applicant’s financial condition, which 
could so easily be set forth in a separate 
letter. Nothing is mentioned as to the 
local standing in the community or many 
other details, which, when based upon 
facts, do give additional background. 





An occasional agent will say that it j 

his duty to obtain applications, but thy 

the selection is a matter for the hom 

office only. Such a theory is absolutely 

opposed to that held by company 

officials. , 
Gives an Example 


“There is one question occurring jy 
practically all applications for life ingy. 
ance to which I would like to direct you 
attention for a moment: ‘Have yoy 
ever applied to this or any other com. 
pany or association for life, accident 
health insurance which has not beep 
granted, or which was postponed or 
modified in kind, amount or rate? | 
wonder whether applicants for insurance 
are given a complete understanding of 
the importance of absolute frankness 
and honesty in answering this question, 
It saves so much grief if this question 
is thoroughly stressed by agents and 
honestly answered by applicants. Do 
not forget that the home office medical 
department has the detailed insurance 
record when they view the picture. [If 
this question is answered in the neg. 
ative or incorrectly what are they to 
judge? 

“In speaking of medical selection, the 
feeling of the medical department is not 
very different from your feeling. We 
both would like to see every applicant 
applying for insurance get it with us, 
but we both know that this is not pos- 
sible, for obvious reasons. 

“In the field much is based upon in- 
pression. What would be the result if 
those of us underwriting business at the 
home office acted upon impression 
alone? Chaos would result. Selection 
is based upon the company’s experience, 
the medico-actuarial experience, and the 
experience of other companies. I doubt 
whether you can talk with an agency 
group of any company but what they 
will tell you how much more liberal the 
other companies are. The field is always 
greener just over the fence; it has always 
been so and probably always will be. 

“The local physician upon whom falls 

(CONTINUED ON PAGE 23) 








STATE. LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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AMERICAN MEN TABLE 
IS UNDER DISCUSSION 


Committee Hears Arguments on 
Change of Legal Valuation 
Standard 


AGREEMENT REACHED 


Will Report to National Convention of 
Insurance Commissioners Meeting 
in Chicago Next Month 
aa 


NEW YORK, Nov. 24.—According 
to current actuarial opinion as expressed 
at a gathering of life insurance company 
representatives and insurance depart- 
ment attaches, held in New York last 
week to consider the advisability of 
making the American Men mortality 
table a permissive legal valuation stand- 
ard, officials are evenly divided upon the 
proposition, some of the actuaries 
strongly favoring such action, while 
others were equally vigorous in opposing 
it Nothing conclusive was arrived at 
and the committee conducting the hear- 
ing will so report to the National Con- 
vention of Insurance Commissioners 
when the latter body holds the initial 
session of its mid-winter meeting at 
Chicago Dec. 8. 


Said Standard Is Obsolete 


The gathering here followed the pre- 
sentation of a paper by William M. 
Corcoran, actuary of the Connecticut 
insurance department, at the annual 
meeting of the National Convention of 
Insurance Commissioners at San An- 
tonio, Sept. 15, the pith of which was his 
allegation that the American Experience 
table, “is obsolete, entirely out of line 
with current experience, and its con- 
tinued use works a distinct injustice to 
policyholders.” On the other hand, Mr. 
Corcoran maintained that the American 
Men mortality table, published in 1918 
by the Actuarial Society of America at 
the specific request of the insurance 
commissioners’ convention, “is a safe 
standard, measuring present day mortal- 
ity experience more accurately than any 
other method.” He recommended that 
companies be permitted to use it for 
reserve as well as for premium compu- 
tations if they so desired. 

The subject being deemed too impor- 
tant a one for the commissioners to 
take snap judgment upon, the conven- 
tion referred it to a special committee 
for further consideration, and to report 
back to the commissioners at their meet- 
ing in December. As members of the 
committee President Luning named Mr. 
Corcoran, chairman; J. W. Williams, 
actuary Illinois department; Grady H. 
Hipp, actuary New York department; 
James D. Craig, actuary Metropolitan 
Life and George H. Graham, vice-presi- 
dent Central States Life. 


Opposition Speaks First 


_ Proponents of the suggested change 
im the tables being hesitant about ex- 
Pressing their views in the early stages 
ot the meeting, Chairman Corcoran 
then asked that those in opposition 
speak. The battery opened with a shot 
from E. E. Rhodes, vice-president of 
the Mutual Benefit Life, followed with 
others by Henry W. Buttolph, actuary 
American Central Life; Franklin B. 
Mead, secretary-actuary Lincoln Na- 
tonal Life; Alva C. Washburne, actuary 
erkshire Life and A. T. Maclean, asso- 
“ate actuary Massachusetts Mutual Life. 
th isclaiming any particular enmity to 
the American Men Table in so far as 
¢ Mutual Benefit Life was concerned, 
pn Rhodes spoke rather for the small 
samuPanies not represented at the gather- 
Fear activities he maintained 
- be hampered through the use of 
© substitute table. It was contended 





by Mr. Rhodes and by other speakers 
in opposition that use of the revised 
tables would permit companies to charge 
lower rates for insurance at the younger 
ages to the detriment of the older 
assureds and would thus make it in- 
creasingly hard for new companies to 
get business. The favorable mortality 
experienced it was alleged was induced 
largely through the records of the old 
and well established companies having 
large amounts at risk, and it by no 
means follows that a like experience 
would be had by the smaller and newer 
institutions operating in restricted areas. 


Would Become Compulsory 


While use of the revised table at this 
time would be permissive, it was con- 
tended that this would be merely the 
initial move to make its later adoption 
compulsory. The varying mortality 
experience of the different companies, it 
was alleged, was largely the-outcome of 
their methods of risk selection, and the 
point was made that if a more liberal 
table were employed, it would be fol- 
lowed by a stiffening in the classifica- 
tion of standard risks. 

The speakers generally were agreed 
that present conditions in the life insur- 
ance field are anything but satisfactory, 
one company officer asserting that they 
“are almost as deplorable as those that 
compelled the Armstrong investigation 
in 1905.” As a result of the latter up- 
heaval, section 97 of the New York 
insurance law was adopted, under the 
terms of which the cost of securing 
business is strictly limited. The declara- 
tion was made that use of the American 
Men table would release added funds 
for acquisition costs, thereby “putting 
them to a point where the economically 
inclined would not like to have them 
go.” In the opinion of Mr. Meade, the 
country has entered upon a cycle of 
lower interest earnings, and that, he 
counseled, should be a further deterring 
influence from any move that would tend 
to reduce present standards of safety. 

All speakers were in accord in holding 
that the adoption of the proposed table 
would call for certain amendments not 
only to the New York insurance law 
but to those of other states as well, a 
conclusion shared in by Chairman Cor- 
coran, who yet felt that no difficulty 
would be encountered in bringing about 
such changes. 

Moir Advocates Change 


Henry Moir, president of the United 
States Life, was foremost in advocating 
the use of the American Men table, 
being supported in his position by E. E. 
Cammack, vice-president and actuary of 
the Aetna Life; E. B. Morris, actuary 
Travelers and J. B. Gibb, actuary Penn 
Mutual Life. Their position briefly was 
that the American Experience table had 
outlived its usefulness and is no longer 
an accurate measurement of mortality 
as shown by the records of well man- 
aged companies both large and small; 
and that in the interest of the policy- 
holders, whose concern is paramount, 
the latter table should be adopted. The 
safety of a company, it was asserted, 
depends upon the rate of premium it 
charges for the protection it supplies, 
rather than upon the use of any partic- 
ular table of mortality. 
out that other factors as well as mor- 
tality enter into the preparation of rates. 
While all companies respect the safety 
provisions of the New York insurance 
law and have no disposition to see these 
weakened in the slightest, yet changes 
in the statute have been made from time 
to time as experience dictated and no 
good reason obtained why it could not 
be further amended. 

Interest Rates Higher 


Mr. Moir ridiculed the contention that 
a period of lower interest earnings has 
been entered upon, saying that in the 
opinion of financiers the reverse is the 
case. While life companies reserve upon 
a 3 or 3% percent basis, no difficulty 
is met in getting a 5 percent return 
upon investments, and there is every 
likelihood that such would prove to be 
the case for a considerable stretch into 

(CONTINUED ON PAGE 20) 
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Opportunity must be grasped. 
It does not force itself upon 
‘you, but passes in review be- 
fore your eyes. 


YOU SEE IT? 





There 1s a chance for you in 
Life Insurance selling. You 
can doit. Will you? 
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Getting Acquainted With Field Men 


Preswwent R. W. Stevens of the Ixti- 
nois Lire in speaking before the Asso- 
CIATION OF Lire AcEency OFFICERS made 
one observation that is worth while. 
Mr, Stevens claimed that life company 
officers regardless of what department 
they are in, should have a closer personal 
acquaintance with the men out on the 
firing line who are getting the business. 

He said that without policyholders 
there would be no company. Without 
agents there would be no policyholders. 
The agents therefore are primarily the 
foundation for the company’s structure. 
Naturally the head of the agency depart- 
ment makes it his business to come in 
touch with the field workers. He wants 
to know as many of them as possible. 

Other officials not directly interested 


in the agency department may not know 
what they have to contend with. Mr. 
Stevens, who has been connected with 
various departments of his company, 
places the agency department as the 
most important of all. He feels that any 
officer will be broadened and his views 
of life insurance service extended if he 
comes into more intimate relationship 
with the field men. He has a more sym- 
pathetic understanding with what the 
rate book men are trying to do and 
with what they have to contend. Mr. 
Stevens asserts that it is well worth 
while for other officers to give time to 
personal cultivation of the field men, 
studying their methods, giving them en- 
couragement, absorbing information and 
securing a bigger view of life insurance. 


fitnous and His Work 


Tue so-called high-brow writers take 
delight in criticizing modern methods 
of salesmanship, believing that the stim- 
ulation is truly artificial and that the 
god of salesmanship is worshipped too 
assiduously. So-called progressive writ- 
ers have turned into cynics and attack 
all modern methods of marketing goods 
where any sort of dynamics is used in 
selling. The Chicago “Journal of Com- 
merce” in an editorial entitled “The 
Salesman and his Work,” defends mod- 
ern salesmanship as follows: 

“It has become fashionable among a 
group of literary men whose productive 
capacity is limited to fault-finding, and 
whose attitude toward business is haught- 
ily contemptuous, to refer slightingly to 
such organizations as the Rotary, Ki- 
wanis and Lions clubs. It never occurs 
to them that business is worth more in 
one day to every good purpose in the 
world, than all the books and magazine 
articles they write in all their lives. 

“Now from another source comes an 
attack on these clubs because they ‘glor- 
ify’ salesmanship, which, it is claimed, 
encourages habits of extravagance. This 
critic sees a ‘gigantic conspiracy’ in 
salesmanship to sell commodities at a 
profit. Business all revolves around 
profit in buying and selling. We buy food, 


clothing, shelter, transportation, securi- 
ties and every material necessity, includ- 
ing fuel, light and all the things we get 
from taxation and government, such as 
paved streets, roads, and police pro- 
tection. 

“No business can, or ever has, done 
well without salesmanship. Every new 
and advantageous manufacture must be 
pushed by salesmen. This ‘gigantic con- 
spiracy’ to sell things has been going 
on for ages, and because of it comforts 
have multiplied and human happiness 
increased. No doubt many things are 
sold to many people which involve ex- 
travagance, but we dare say the mem- 
bership of all business men’s organiza- 
tions the country over are engaged in 
selling better things than the ideas of 
this critic, who sees a menace in sales- 
manship. 

“From the rat trap and the curry comb 
to bed springs and mattresses, from car- 
pet sweepers and clocks to kitchen ranges 
and sewing machines, from buggies, 
drays and wagons to automobiles, motor 
trucks and motor busses, the salesman 
has spread blessings among the people. 
He sells bonds, insurance and homes 
also, be it remembered. The world could 
not do without him, but it could get 
along without his critics very handily.” 


Master of His Calling Listened To 


THE prospect can easily tell when a 
man is master of his work. He can di- 
vine when a salesman is trying to bolster 
his arguments by specious talk. Im the 
parlance of the street, the fore-flushe: 
cannot get very far along without being 
detected. Insurance has its technical fea- 


tures that have to be explained by one 
who knows. The master of a calling is 
pretty sure to get a very serious hearing. 


You can buy a house—but you can’t 
make a home. Someone said a home is a 
roof over a good woman. 
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Henry Reichgott, third vice-president 
of the Missouri State Life, has been pro- 
moted to second vice-president. He will, 
in addition to other duties, continue in 
active charge of the group department. 
Mr. Reichgott started with the Missouri 
State Life in 1920 to establish the group 
department. In less than five years un- 
der his guidance the company’s volume 
of group insurance has increased from 
practically nothing to nearly $100,000,- 
000. He was promoted from manager of 
the group department to third vice-presi- 
dent in 1923. A graduate of Yale, class 
of 1914, Mr. Reichgott is an associate 
member of the Actuarial Society of 
America and the American Institute of 
Actuaries. He is not quite 32 years old. 

Mrs. Retta Orton Williams, 74, mother 
of Myron H. O. Williams, assistant 
superintendent of agencies for the 
Northwestern Mutual Life, died at her 
home in Los Angeles Nov. 19. She was 
born in Milwaukee, but later moved to 
Madison. Upon her marriage in 1874 to 
W. C. Williams, who later became dis- 
trict attorney of Milwaukee county, she 
returned to Milwaukee to live. 


Just when his drive for “the world’s 
championship” in the matter of insur- 
ance applications was getting under way 
with such impetus that success seemed 
certain, William Rietow, Jr., Sheboygan, 
Wis., representing the Equitable Life, 
received word of the remarkable record 
of Ernest Houghton of Rochester who 
set the present record of 690 applications 
in 27 days. Realizing that to equal a 
record of this kind in a city the size of 
Sheboygan was next to impossible, Mr. 
Rietow gracefully withdrew, offering to 
return to his friends the 69 applications 
received in his three days of campaign- 
ing. The offer was made in all fairness 
to his friends who had worked with him 
in the hope of bringing a new world’s 
record to their city. It is noteworthy 
that Mr. Rietow’s three-day record if 
maintained would have given him a 
mark almost equal to that of Mr. 
Houghton, for 23 applications each day 
would be 690 in thirty days. 

C. C. Clabaugh, superintendent of 
agents of the Maryland Life, whose writ- 
ings on salesmanship have attracted 
some attention, has been with his com- 
pany his entire business experience, 
some 25 years. Starting in the actuarial 
department under President Rose, who 
was then actuary, after some years he 
evinced interest in agency problems and 
some six years ago was given charge of 
that department. The Maryland, one of 
the old and conservative companies, 
organized in 1867, with some $700,000 
net surplus and $20,000,000 in force, is 
casting its eye towards Ohio and other 
middle western states. It is now in 
Pennsylvania and has long operated in 
the Atlantic Coast southeastern states. 
It has been content to go along in a 
small way but has a high reputation and 
is now thinking of somewhat extending 
its scope. 


Assistant Cashier Owen Morgan has 
been elected assistant secretary of the 
Connecticut Mutual Life. He was born 
in Dallas, Tex., and graduated from 
Trinity College. He captained the Trin- 
ity football and baseball teams. He en- 
tered the employ of the Connecticut 
Mutual in 1909. 

A three-page tribute to the late Clif- 
ford W. Darby of St. Louis, formerly 
general agent for the Mutual Benefit in 
that city, and later traveling auditor for 
the company, has been published by 

. A. Drew, general agent of the Mu- 
tual Benefit in Chicago. Mr. Drew says: 
“For over half a century, in the capaci- 
ties of office boy, bookkeeper, cashier, 
general agent and traveling auditor, he 
served our company faithfully and well. 
He, better than any other, knew how to 


interpret its spirit and its history, _ 
spoke as one having authority regarding 
the traditions and aims and purposes ¢ 
our great company. It was one of hj 
great loyalties, he having early in jj 
found his place in the world, and 
never had any other business connectio, 

“His retirement from the St. Loyj 
general agency and acceptance, in aj. 
vanced life, of the position of traveling 
auditor gave him abundant leisure jy 
which to satisfy his craving for goo; 
books. It also enabled him to reney 
periodically his old friendships and make 
new friends among the company’s rep. 
resentatives. The solidarity of the com. 
pany’s agency force was greatly ep. 
hanced by his leisurely contact with the 
men in the various agencies while o 
his auditing trips.” 

Gloom was cast over the ann! 
agency conference of the Equitable Lif 
of New York at Denver last week by 
the death of Mrs. W. J. Bailey, wife o 
W. J. Bailey, local agent for the com. 
pany at Casper, Wyo., in an automobik 
accident in which Mr. Bailey suffered 
severe injuries. They were on their way 
to attend the meeting in Denver ani 
their car turned over near Chugwater 
Wyo. Mr. Bailey was taken to a ho: 
pital at Wheatland, Wyo., by C. W 
Hills, another Casper agent of the com. 
pany, who drove up an hour after th 
accident. 


Vice-President James E. Bragg of the 
Manhattan Life is on a western agency 
rip. He attended the meeting of th 
Life Agency Officers and then planned 
visits to some important centers. 


Arthur F. Hall, president of the Lin- 
coln National Life, headed the con- 
munity chest drive in Fort Wayne, Ind, 
which succeeded in raising $200,000 in 
less than a week. Mr. Hall’s own hom 
office force backed him up with sub 
scriptions totalling 146.7 percent of the 
quota that had been assigned it. 


Earl C. Wightman, actuary of the De 
troit Life has issued a work on life in 
surance accounting, published by Et 
wards Brothers of Ann Arbor, Mich 
Prof. James W. Glover of the University 
of Michigan and Mr. Wightman have 
collaborated in the production of this 
work. The text includes a concise state 
ment of the principles of general at 
counting and their application to the 
business of life insurance. There are % 
chapters in the book. 


Fred B. Mason of the Aetna Life in 
Chicago, veteran life man of that city and 
Francis Hugh Miller of the Associated 
Press in Chicago have purchased about 
10 acres of land in Golden township, 
Oceana county, Mich. These 10 acres 
adjoin 17 acres purchased a few months 
ago by Frank McNellis, president of the 
Imperial Brass Manufacturing Company 
of Chicago. This company has devel 
oped a good will department in its rela 
tions with its employes and the public 
This new purchase also adjoins 20 acrts 
bought by Attorney Joe Beatty Burtt o 
Chicago as a crime prevention unit. Mr 
Mason a few months ago purchased 4 
acres in Hart township for a school for 
moral insurance. These units will b 
developed as health and moral produc 
tion centers. They are part of the Oct 
ana Park system. 

Seeks to Bolster Wisconsin Fund 

An appeal for all state employes até 
for all persons who take correspondent 
school work with the University of Ws 
consin to become policyholders in_ th 
Wisconsin life fund was made by Cot 
missioner W. Stanley Smith last week 
Ten thousand letters were sent to tM 
students in the correspondence schoo 
courses and a different letter was sent © 





all employes of the state. 
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Hiram T. Lewis Becomes Manager of | John M. Murphy of St. Louis Made 


Minneapolis Agency of Mutual 
Life of New York 





Hiram T. Lewis, for the past four 
years manager for the Fargo, N. D., 


district of the Mutual Life of New York, | 


will leave Fargo Jan. 1, to become man- 
ager of the Minneapolis agency, em- 
braced within the territory of which will 


be all of North Dakota, 13 Minnesota | 


counties that have been a part of the 
Fargo agency, and 22 other Minnesota 
counties. Fargo will be continued as a 
branch point with business in this region 
handled through the local office. The 
shift in the territory and the establish- 
ment of the Minneapolis office is in ac- 
cordance with the policy of establishing 
larger agencies, thus reducing overhead 
expense. The new agency will have a 
yearly requirement of $5,200,000 in new 
business, whereas the old agency has 
had a requirement of only $2,000,000. 
J. H. Maurer and O. M. Olson will 
continue as field organizers in Fargo 
and Thomas W. Fletcher will be district 


manager for Fargo and adjacent terri- | 


tory. J. A. Pepper will continue as dis- 
trict manager of the north field with 
residence at Fargo. 

Mr. Lewis in being promoted to the 
new agency position is being given a 
greatly enlarged field. He has been as- 
sociated with the company since 1912, 
when he joined it as agent at Sioux 
Falls, S. D. Three years later he was 
made district manager and in 1919 he 
was made branch manager at Minne- 
apolis. The Minneapolis offices of the 
company will be in the new Baker 
building, Seventh and Second avenues. 





Palmer Kennedy 


Peterson & Buck, general agents for 
the Provident Mutual Life at Seattle, | 
announce the appointment of Palmer 
Kennedy as district agent in Tacoma, 
Wash. 

The company is already ably repre- 
sented there by F. W. Siddall, and Mr. | 
Kennedy will devote much of his time 
to organization work. He is a graduate 
of the University of Washington law 
school, has practiced law in Tacoma, 
and until recently had charge of a de- 
partment in the Bureau of Internal 
Revenue, Washington, D. C. 





Harry S. Speck 


Agency Manager L. G. Moses of Lit- | 
tle Rock, Ark., announces the appoint- | 
ment of Harry S. Speck as special agent 
for the Equitable Life of New York. 
Mr. Speck will work in all parts of 
Arkansas. He has long experience as a 
traveling salesman. 





Superintendent of Agents for Terri- 
tory West of Mississippi 





The Columbian National Life has 
announced the appointment of John M. 
Murphy as superintendent of agencies 
for the territory west of the Mississippi 
river. 

Mr. Murphy was formerly with the 
Massachusetts Mutual Life in St. Louis 
as field superintendent for the major part 
of Missouri and half of Illinois. He has 
| had nearly 20 years experience in life 
insurance work and is a keen student 
in the art of applied life insurance 
| service. 


F. X. Schrameck 


The Atlas Life has appointed F. X. 
| Schrameck special representative in sev- 
' eral counties with headquarters in Okla- 
| homa City, Okla. 





Indianapolis Agency Appointments 


The Hackleman & Shields general 
agency of the Massachusetts Mutual 
| Life at Indianapolis announces the ap- 
pointment of Thaddeus R. Baker and 
| Charles L. Nicholson as special agents 
in Indianapolis. Mr. Baker was for- 
merly treasurer and credit manager of 
the W. J. Holliday & Co., wholesale 
hardware dealers in Indianapolis, and 
Mr. Nicholson is a son of Meredith 
Nicholson, the author. It is also an- 
nounced that Edson F. Folsom, for the 
past 25 years a salesman of life insurance 
in Indianapolis, has connected himself 
with the Hackleman & Shields agency 
for the bulk of his business and will 
place surplus business with other com- 
panies. 


L. A. High and E. G. Siefert 


John M. Sarver, president of the Ohio 
State Life, has announced that a home 
office branch of the company will be 
opened in Columbus about Jan. 1, with 
L. A. High, present manager of the 
Marion, O., agency, as manager. Mr. 
High will be succeeded at Marion as 
manager by E. G. Siefert, the assistant 
manager at that place. The advance- 
ment of these two men is in recognition 
of the excellent service they have ren- 
dered, both of them being among the 
company’s leading producers. The Ohio 
State Life is just completing its hand- 
some new home office building at 
Columbus. 





George W. Hale 


George W. Hale of Kermit, W. Va., 
has been appointed general agent at 
Huntington for the United Life & Ac- 


| cident. Mr. Hale will have charge of ten 


or twelve counties in West Virginia. 











In Five Years 
this Company has increased 


its business in force.........147% 
its premium income.........133% 
a 6 evens esas ceca ee 
its reserves ................267% 


its surplus to policyholders. .17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mer. 
T. W. Appleby, Pres. 














Territory does make a difference 





Clese cooperation is necessary 


A friendly interest is needed 





If 

You are a producer 
If 

You believe in yourself 
If 

You want a REAL job 


Write er wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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NEGLECT COSTS MANY LIVES | 





W. J. Graham of Equitable Life Dis- 
cusses Mortality Situation in Ad- 
dress in Wilmington, Del. 





“Wasteful neglect has killed more 
People in America than the cheka or | 
Soviet police have executed since the 
revolution in Russia” was one of the 
statements made by William J. Graham, 
Second vice-president of the Equitable 
Life of New York in his address on 

uman Life and What is Happening 
to It” before the Delaware Safety Coun- 
cil at Wilmington. The total number 
of deaths of American soldiers in the 
Sreat World War was stated to repre- 
sent an average death rate about equiva- 





lent to the death hazard which faces the 
average civilian of 47 in the matter of 
living two years longer. Comparison 
with the battle of Gettysburg in the 


| Civil War showed the death rate of 55 


per 1,000 engaged in the three days of 
that battle to be measured by the same 
hazard which everyday life brings to 
the man of 49 in his endeavor to survive 


| through age 52. 


This prolongation of life was ascribed 
to the gains which have been made in 
combating disease, to the improvement 
in hygiene, sanitation, in betterment of 
working hours, working conditions, in 
the application of measures designed to 
promote public and private health, and 


in specific efforts to prevent disease and | 


accidents. The late labor leader, Samuel 
Gompers, was quoted to the effect that 
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probably one-half of the approximately 
500,000 deaths which occurred annually 
among industrial workers could be pre- 
vented, and a large portion of their 
sickness and physical defects avoided. 


Contest in Philadelphia Agency 


There is a lively sales contest in prog- 
ress on number of lives insured between 
two teams of the Philadelphia agency 
staff of the Provident Mutual Life. One 
team is captained by W. L. Mason and 
the other by H. Sonneborn, Jr. The 
battle for new business continues until 
Nov. 30. The goal has been set at 
1,000 lives by that date. 


Life Men Aid Community Fund 


Indianapolis has just put over a $650,- 
000 Community Fund drive and no small 
part of the success of the undertaking is 
to be credited to local life insurance rep- 
resentatives who took part on the vari- 
ous teams. The first division to go over 
the top was headed by A. E. Baker of 
the Northwestern Mutual. Practically 
all of his men were life underwriters. 
Roy Shields and Richard Habbe of the 
Massachusetts Mutual also headed a suc- 
cessful district made up largely of life 
underwriters, among whom were also 
two fire insurance men. Fred Dicker- 
man of the Guardian Life, president of 
the Indianapolis Association of Life 








“Of all the sad words of tongue or pen— 


The saddest are these—it might have been.” 


AVEN’T you felt the truth of this quotation with painful sharpness 
when the widow of a former policyholder learns that the life insurance 


had lapsed? 


Wouldn’t you enjoy the feeling that everything that can be done is 
being done to see that your present policyholders do not lapse their present 


insurance? 


Agents working under the American Central Plan enjoy that feeling, because 
of the complete and practical resale program. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
enter additional states. Details of the American Central Plan and our methods 
of operation will be given gladly to any one interested in considering a connec- 


AMERICAR 
CENTRAL 


tion with us. 





Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 


LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 





NUMBER EIGHT IN A SERIES OF INFORMATION ADVERTISEMENTS 
































Underwriters, was also a captain in 
division headed by Albert J. Wohlge. 
muth, secretary-treasurer of the Rough 
Notes Company, in which were als 
other insurance men. Wives of insur. 
ance men were also among the workers 
in the highly successful “Women’s 
Army,” one of these who received spe. 
cial mention being Mrs. Herbert ¥. 
Woollen. The work of the insurance 
representatives was praised highly. 





Robinson Urges Trust Plan 


A. C. Robinson, president of the Peo. 

ple’s Savings & Trust Company of 
Pittsburgh, was a recent speaker before 
the Buffalo Association of Credit Men 
at a meeting in conjunction with the 
American Institute of Banking. 
; Mr. Robinson urged the adoption of 
insurance policies containing provisions 
making a trust company the guardian of 
the insurance moneys and creating a 
trust fund for the beneficiaries, 





Want “Legibility” Issue Retried 


Motion for a new trial of a suit to 
collect a $1,500 insurance policy from 
the Metropolitan Life, in which the com- 
pany was worsted a few weeks ago, has 
been filed at Benton Harbor, Mich., by 
counsel for the company. Suit was in- 
stituted by John P. Janunas, Chicago, a 
former resident of Benton Harbor. At- 
torneys for the company in their motion 
for a new trial contend that the court 
erred in instructing the jury to find for 
the plaintiff if they found certain por- 
tions of the printed matter on the policy 
used were not easily read by the naked 
eye. The jury, after examining the pol- 
icy, decided the policy was not easily 
decipherable in certain sections which 
bore directly on the case in hand. Mr. 
Janunas sued when the company refused 
to pay a claim on the life of his wife 
who died three months after the policy 
was issued. The company charged false 
representations were made to the ex- 
aminer. 


AMERICAN MEN TABLE 
IS UNDER DISCUSSION 


(CONTINUED FROM PAGE 17) 
the future, he stated. The New York 
department computes the standard of 
safety of companies reporting to it upon 
a 4% percent basis. As to increasing 
competition through a lessening of rates 
upon the younger ages, which it was 
argued would follow the adoption of the 
new table, Mr. Moir held the business 
as a whole would benefit thereby. A 
reduction in rates would mean increased 
writing and greater policy persistence. 
All companies writing group life insur- 
ance, it was asserted, use the American 
Men table in their calculations. 


No Response to Questions 


There was no response to the three 
questions submitted by the committee: 
(1) To what extent is the present ten- 
dency to improvement in mortality 
experience due to advance in medical 
science; (2) If the American Men table 
were made permissive would it be de- 
sirable to create a buffer fund as an 
accompaniment; (3) Should a deficiency 
reserve be created for the benefit ol 
the policyholders? 

Despite the high importance of the 
matter slated for review, attendance at 
the gathering was not nearly so large 
as it should have been, less than 50 
company representatives in all being on 
hand. None of the fraternals was rep- 
resented. From the divided opinions 
expressed by the speakers the committee 
will have difficulty in formulating 4 
report upon which action can be taken 
by the National Convention of Insurance 
Commissioners next month, and_ the 
probabilities are that further hearings 
will have to be held before the fate o! 
the American Men table, in so far as 
its suggested use by Mr. Corcoran 's 
concerned, can be decided. 


“Old age is the night of life as night Is 
the old age of day;” but what beautiful 
nights we have. 
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| _ MISSISSIPPI VALLEY 


NEW FARGO BRANCH OFFICE 








New York Life Announces North Da- 
kota Change—Ledgerwood 
in Charge 





The New York Life will establish a 

second state branch office in Fargo, 
D., Jan. 1, 1926, This action is neces- 
sitated by the increase in business in 
that district. The announcement was 
made by Carl W. Ledgerwood, branch 
organizer for the company. The new 
ofice will not conflict with the one 
which has been in existence in Grand 
Forks for many years. Mr. Ledger- 
wood has been promoted to branch di- 
rector for the newly created district. 

Under present plans the Grand Forks 
ofice will handle the business in the 
northern half of the state, as heretofore. 
The new branch will take care of the 
business in the southern half of North 
Dakota and will extend over into Min- 
nesota, taking in six counties in that 
state, Hubbard, Becker, Clay, Wadena, 
Otter Tail and Wilkin. 

According to Mr. Ledgerwood, the 
Fargo office did more than twice the 
business of 1924 in the first ten months 
of this year. The Fargo staff will be 
more than doubled. Arthur G. Andren, 
for many years cashier of the Minneap- 
olis branch of the company, will be 
cashier of the new branch. 


CHIROPRACTORS NOT BARRED 








Can Legally Give Insurance Examina- 
tions—Is Up to Com- 
panies 


LINCOLN, NEB., Nov. 25.— The 
recent ruling of Commissioner Dumont 
that a medical examination for life in- 
surance made by an osteopath or a 
chiropractor will be accepted by his 
department as a compliance with the 
state law requiring such examinations 
before policies are issued has stirred up 
a lot of talk among the doctors. Dr. 
Earl C. Gage, secretary of the Douglas 
County Medical Society, Omaha, has 
written a letter of protest and inquiry, 
and has been supplied by Mr. Dumont 
with the authority for his ruling. 


Attorney General’s View 


The commissioner says that he took 
the matter up with the attorney general, 
who says that the courts have held that 
a person is giving medical attendance 
or treatment not necessarily when 
drugs are being administered, but when 
any service at all that may be regarded 
as medical aid is being given. The word 
physician, they say, is derived from the 
Greek, and in a restricted sense means 
one who administers medicine or cures 
disease. In a broader sense, the courts 
say, it means one who by a knowledge 
of the nature and structure of the human 
system and of the nature and properties 
ot substance, cures the injuries and dis- 
eases to which it is subject. 

The attorney general says that this 
clearly brings chiropractors and osteo- 
paths within the meaning of that sec- 
tion of the law that says that any per- 
son shall be regarded as practicing medi- 
cine who shall operate on, profess to 
heal or prescribe for, or otherwise treat 
pr physical or mental ailment of an- 

er, 

Companies Can Refuse 


The chiropractic law does not permit 
them to use drugs, while osteopaths can 
only administer those the use of which 
they have been instructed in. Mr. 

umont says that so long as these are 
medical men he can not bar them but 
the insurance companies have full right 
'o refuse to accept their examinations. 
In his letter to Dr. Gage he adds: 

No insurance company could be re- 
aired to use medical examinations in 


—— Prescribed manner as this is purely 
matter of underwriting. Some com- 
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@ 
ye* Putting a Kick in 


the Sales Campaign 





Mechanical skill alone does not 
win football games—nor sales 
campaigns. 


It is the punch behind every play that carries the 
championship team to victory. It is sustained enthu- 
siasm that brings success to the capable life insurance 
salesman. 


The fighting punch of the football eleven is based 
on confidence. Every player is sure that every other 
man in the line is giving all he has. 


Success for the life insurance salesman is based on 
the same principle. Confidence. An earnest belief in 
the goods he is selling. Faith in his business associates. 


Lincoln National Life salesmen have sustained 
enthusiasm because they are confident that every co- 
worker in the Home Office is on the job with them. 
This is evidenced in the dispatch with which their busi- 
ness is handled and the helpful attention given to all 
their sales problems. 








(CINK uP (wim tHe (LINCOLN) 
The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
More Than $375,000,000 in Force 























22 


THE NATIONAL UNDERWRITER 


November 27, 199; 





Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 
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Old Line Legal Reserve Company 
Operates in Indiana and Ohio 


Wanted: A few General Agents 


Service to Policyholders Unsurpassed 


tate. 
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other companies do not and no law could 
determine what risks a company should 
accept. 


Should Convince Underwriters 


It seems to me that the medical pro- 
fession could accomplish more by sell- 
ing their ideas and services to the in- 
surance underwriters than to try and 
pass laws which could never be made 
enforceable, You must admit that un- 
der our present law, if a company so de- 
serves, it could have the medical exam- 
ination made (and thus conform with the 
law) then immediately file the report 
or throw it in the waste basket and 
make no use of it whatever if it saw 
fit to do so. 

It is therefore the writer’s personal 
opinion that a law requiring medical ex- 
aminations is a needless encumbrance of 
the statutes and is of no value either to 
the public, the insurance companies or 











Life Insurance for a Greater 


carried no other insurance. 





Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 


A National Life Contract offers the opportunity for increased earnings 


Through selling more insurance to more people. Top contracts available in choice territory. 
- Des Moines, Iowa 


National Life Association, 














FOUR YEARS YOUNG 








Our Business in 1924 


started—$202,476.15. 
SALESMEN WANTED 
Minnesota, Iowa, Nebraska, Missour 


Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 


Topeka, Kansas 


Income $608,000............... Gain 13+% 
Assets over $1,100,000......... Gain 25+-% 
Capital and Surplus over 

Y eee Gtdieee dad Gain 144+-% 
Savings in Mortality $73,000 or... 66 % 


We have paid to our Policyholders or 
their beneficiaries since our organization 


i, 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
ful business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
record of EIGHTY-TWO YEARS of prosperous and success- 
offers financial strength, reputation, magnitude, leadership, 


and life insurance service. 


Those considering life insurance as 
ajprofession are invited to apply to 


The Mutual Life Insurance Company 


of New York 




















34 Nassau Street New York 
A text book Decinners, @ review book for experienced men, a book that every life insurance man 











the medical profession. 





Can’t Recover from Fraternal 


Members of the Royal Highlanders 
who paid the increased rates fixed by an 
alleged illegally created executive castle 
during ‘the period when the legality of 
such action was being litigated were de- 





panies accept “substandard risks” while | nied reimbursement by a Nebraska su. 


preme court decision just entered. Many 
thousands of dollars were incidentally 


; involved in the test case heard. Th 


court gave no written opinion, by 
adopted that of the district court, whic 
held that as there was no obligation o 
the members who objected to the jp. 
creased rates then being attacked jp 
court to pay more than they deeme 
proper, since this would not have ma 
them liable to expulsion, the excess pay. 
ments constitute, in law, voluntary pay. 
ments and are not recoverable. The fac 
that this made them larger contributors 
to the fidelity fund than other member 
does not alter the legal effect of their 
acts. Since then the executive castle has 
legally adopted the increased rates. 





Visit Chicago Agency 


Dr. Milbank Johnson, director, anj 
Frank R. Woodbury, junior vice-pres- 
dent of the Pacific Mutual Life, were ip 
Chicago last week visiting its agency 
there. Dr. Johnson stopped off on his 
way to New York to attend the annual 
meeting of the Insurance Federation of 
America, of which he is a trustee. 











IN THE SOUTH AND SOUTHWEST 

















PROGRESS OF SEABOARD LIFE 
Officials of New Houston Company, 
Started July 1, Well Pleased With 

. Record Made 





HOUSTON, TEX., Nov. 25.—Offi- 
cials of the Seaboard Life of Houston 
are well pleased over the progress made 
by the new company, which started in 
business July 1, 1925. With five men 
operating in Houston and six over the 
state the company has more than $1,000,- 
000 of business on the books. 

Burke Baker, president of the Sea- 
hoard Life, is confident that $2,000,000 
of business will have been written by 
Jan. 1, marking the first six months’ 
operation of the company. So far not a 
cent has been used out of the reserve 
for selling expenses, Mr. Baker said. 
Instead $5,000 net profit has been made 
since the company started business, he 
declared. The company is capitalized 
at $250,000 and has a paid in surplus of 
$125,000. 

During the first four months’ business 
of the Seaboard the income was $22,000 
with $16,000 of expenses. 

“We believe that this is a record in in- 
surance annals for a new company,” Mr. 
Baker said. “Usually a new company 
has to call on its reserve to get started, 
but it has not been the case with us.” 

Jack King, Houston agent, is the 
leading agent. There have been 139 
policies written up to date by the Sea- 
board Life. 





Great Southern Going Strong 


So far 105 agents of the Great South- 
ern Life have qualified as club members 
with more than $100,000 of business to 
their credit. Twelve of these agents 
have each written more than $400,000. 
These 12 high speed salesmen are not 
in anv certain section but well scattered 
over Texas and Oklahoma. 

So far $9,000,000 of business has been 
written in. Oklahoma by the company. 
Kansas has produced $2.000,000 of busi- 
ness and Mississippi a like amount. 


Life Men and Community 


During a recent Oklahoma City drive 
a fine tribute was paid the life insurance 
business as a profession by the appoint- 
ment of several of the expert insurance 
salesmen on committees to put the com- 
munity chest fund campaign over the 
top. C. Day, general agent “2. the 
Pacific Mutual, and former president of 
the Oklahoma Association of Life 


Underwriters, was appointed general of 
Division E, which was composed ex- 
clusively of high class underwriters. 





RULES ON ANNIVERSARY DATE 





Oklahoma Supreme Court Says It Is 
Date on Which Policy Was Executed 
and Not Expiration of Grace Period 





OKLAHOMA CITY, OKLA., Nov. 
24.—In the case of Skye vs. Mid-Conti- 
nent Life, the supreme court of Okla- 
homa_ has ruled that the anniversary of 
a policy is the annual recurring date 
on which the policy was executed and 
not the date of expiration of the grace 
period. The company issued a policy to 
William Skye, payable to his wife, dated 
March 12, 1921. The first annual pre- 
mium was paid, but the second, due 
March 12, 1922, was not paid. Mr. Skye 
had become totally disabled Jan. 28, 1922, 
and continued in this condition up until 
the time of his death Feb. 27, 1923. 

The policy contained a provision that 
after one full annual premium was paid 
and before a default in the payment of 
any subsequent premium the company 
would waive payment of the premium on 
each anniversary‘for the ensuing insur- 
ance year, commencing with the anni- 
versary next succeeding the receipt oi 
proof of total and permanent disability. 
The district court awarded judgment to 
the widow, but the supreme court re- 
versed this decision, upholding the com- 
pany’s contention that it was not liable. 
‘ The supreme court held that the 30 
days of grace allowed in which the as- 
sured might make payment only ex 
tended the right of the insured to file 
such proof of disability during this pe- 
riod and after the proof was filed under 
the terms of the policy, the waiver 0! 
premium by the insurance company was 
then postponed until the next anniver- 
sary, March 12, 1923, so that the pre 
mium due in 1922 was not waived under 
the disability clause. At the time_the 
premium became due in 1922, Mr. Skye 
had not yet been disabled 60 days, and 
was consequently not in compliance 
with the terms of the clause to the 
effect that such disability must have 
existed for not less than 60 days prior 
to making said proof. The decision 
hinged upon the interpretation of the 
term “anniversary” as to whether it aP- 
plied to the date the policy was issue 
or the date of expiration of the 30 day 
period of grace, the supreme court hold- 
ing that it means the date of the policy. 
The decision of the lower court wa 
reversed with instructions to give juds- 
ment for the company. 





Seek Virginia Tax Reform 
A report recommending establishment 
of a tax commission to supervise aT 
ing of taxes in Virginia in a scient! 
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manner is expected to be the outcome 
of conferences held in Richmond last 
week ky the taxation committee of the 
Virginia state chamber of commerce 
with representatives of banking, insur- 
ance, manufacturing and other business 
interests. 

Andrew D. Christian, general counsel 
for the Atlantic Life, said he could give 
many reasons why life insurance should 
not be taxed at all but he refrained from 
doing so because he felt that it would 
be futile. The state needs money to 
carry on its business and in his opinion 
it is going to continue to get as much 
revenue out of life insurance as possible 
regardless of whatever arguments might 
be advanced against the levying of such 
taxes. 

The consensus appeared to be that the 
present haphazard plan of raising taxes 
is greatly in need of reform and that a 
state tax commission with supervisory 
powers will be able to accomplish much 
in the way of bringing about better 
equalization of taxes. 





CLOSES A_ $400,000 CONTRACT 
Charles C. Hall, With Aetna Life at 
Richmond, Places Big Line on Life 
of Manufacturer There 





Charles C. Hall,agent at Richmond, Va., 
for the Aetna Life, with only two years’ 
experience as a life salesman, closed a 
$400,000 case last week on the life of 
Archer G. Jones, president of the Du- 
plex Envelope Company of that city. 
It was written on the modified life form, 
and all of it was taken by the Aetna. 
This is believed the first time that so 
large an amount of insurance has ever 
been taken at one time by one company 
on a single life in Virginia. The insur- 


ance is partly business and partly per- | 


sonal. It is divided into one $100,000 
policy and six $50,000 policies. It is 
understood that Mr. Jones carries about 
$300,000 additional insurance. 

Mr. Hall formerly was a salesman for 
the American Tobacco Company. De- 
siring to be at home more with his fam- 
ily, he decided to try his hand at selling 
life insurance in Richmond, his home 
city. 
dent Mutual in that city two years ago. 
The first of this year he went with the 
Aetna Life when James K. Dunlop and 
Cornelius B, Myers left the service of 
the Provident in Richmond to become 
general agents there for the Aetna. 
Since then he has written $913,000 of 
business. Of this, $808,500 was regular 
insurance and $104,000 was group. 


BETTER ATTITUDE TO 


! 

| they do this, examiners frequently tell 
|them to bring the applicant to the side 
|door and they will be taken care of 
; upon arrival. 
| arrangement of an appointment between 
| the applicant and the examiner at the 
|time of closing the case links a third 
| party to the appointment. Laymen are 
| becoming accustomed to making ap- 
|pointments with their physicians and 
| they are more likely to keep an appoint- 
|ment made in this manner. The psy- 
| chology of approach is truly applicable 
|to examiners, You cannot handle all 


you examiuners, 
Iron Out Difficulties 


_ “It has been my experience in inves- 
tigating differences and irregularities 


difficulties flatten out in many cases 
when examiners and agents are brought 
together. Another observation is that 
agents are rather frequently reflections 
of their general agents in their relation- 
ship with their examiners.” 


It is a tremendously mistaken idea 
that in organization one loses indivi- 
duality. Organization really gives the 


individual opportunity for the fullest ex- 


OPPORTUNITY 


pression. 





He first linked up with the Provi- | 


MEDICAL DEPARTMENT | 


(CONTINUED FROM PAGE 16) 


the task of making a report as to the 
buyer’s insurability is an important link 
in our business dealings. He is not 
periorming a separate function, except 
iM a sense. 
the agent and the examiner may well 
cooperate to their advantage as well as 
to that of the applicant and the com- 
pany. 
Reaps What He Sows 


“Ordinarily, an agent reaps just about 
what he sows in the majority of in- 
Stances with his examiner. When an 
agent shows as much tact with the 
examiner as he does with his prospect 
he will find the doctor’s attitude helpful 
and he will get service. Life insurance 
examining is but a part of the work of 
the average physician. Unfortunately an 
occasional agent leaves his salesmanship 
ability upon the doorstep of the exam- 
iner’s office when he rushes in and wants 
an examination made immediately. 
There may be a roomful of patients 
waiting their turn to see their physician. 

Would it not be more diplomatic and 
less embarrassing for all parties con- 
cerned if an attempt were made to 
ascertain by telephone whether an exam- 
imation could be worked in by the 
examiner? Agents tell me that where 


There are ways in which | 





YOUNG MAN 


| 


| 


Where it is possible, the | 


prospects in the same manner, nor can | 


arising in the field that mountain-high | 














Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “‘participating’’ insurance if “dividends” were 
decreased or passed. 

Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 

















If you have made good as an 
agent, make good also as a gen- 
eral agent. There is a territory 
open for you with this company. 





Premium Income 
Gain in premiums 
Gain in assets 

Gain in reserves 

Life Insurance in force 


Surplus and Reserves to pol- 
icyholders 


Dominant!) 


in the " 
Health 


and 
Accident 
Field 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 
OF CHATTANOOGA TENN. 


FOUNDED IN 1887 


Ordinary Life Insurance 
Group Disability and Group Life Insurance 
Accident and Health Insurance 
On the Commercial, Monthly Premium and 
Pay-Order Installment Plans 
Automobile Accident Insurance 


FoR THIRTY-EIGHT YEARS —— DEPENDABLE 


2,183,194.73 
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in Ala., Ark., Dela. D. C., Fia., G Ia., Kans., Md., Mich, 
We have openings in Ai et OC Oula 8. DoW. Ve and W 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 








Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


plan. 
Participating and Non-Participating Policies. 


Same Ratés for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 


COMPANY of 


B. R. NUESKE, President 


yo. 


CHICAGO 

















| The Company With 


a Personality 


Continental Assurance Co. 


Chicago, 


“THE DISCRIMINATING BUYER 
SPECIFIES CONTINENTAL” 


Ill. 

















THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOS.,TON, MASSACHUSETTS 


Arthur E. Childs, 


Columbian National Agents can 
offer the bes 


LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 


make selling 


Policies backed by one of the very strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. Exceptional opportunity 


is offered to salesmen of character and ability. 


President 


t in 


Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 














—_— 











PACIFIC COAST AND MOUNTAIN FIELD | 





EQUITABLE’S DENVER MEETING 





Colorado and Wyoming Agents Hold 
Two-Day Session, With Good Ad- 
dresses on Program 





DENVER, COLO., Nov. 25.—Colo- 
rado and Wyoming agents of the 
Equitable Life of New York held a 
two-day convention here last week. 
Perry Riley and J. A. Sullivan of the 
San Francisco office were present. Vice- 
president Frank H. Davis, who was 
scheduled to speak, was unable to attend 
because of the death of a relative. The 
visitors were entertained by the Denver 
office, of which W. W. Booth is general 
agent; P. L. Pease, local manager, and 
T. J. Reinhard, assistant manager. 

Among the speakers at the conven- 
tion were Mr. Sullivan, Mr. Riley, W. 
W. Winne, general agent in Denver of 
the Connecticut Mutual Life; Frank 
Reinhard, William Burney of Pueblo, 
Colo., William Collins, assistant agency 
manager of the Equitable, and Phillip L. 
Pease. Prof. D. D. Phillips of the Uni- 
versity of Denver gave an address on 





“Psychology.” W. W. Booth opened 
the convention and in his talk outline 
the growth of the company since its 
foundation 70 years ago. 


Celebrates $6,000,000 Month 


John Newton Russell, manager of the 
home office agency of the Pacific Mbp. 
tual Life, entertained 300 members oj 
his office and agency staff at a banquet 
to celebrate the writing by the agency 
last month of a volume of new insurance 
in excess of $6,000,000, as a result of 
the inter-agency contest with San Fran. 
cisco agency for volume of business, 
Mr. Russell was toastmaster and a nun- 
ber of brief talks were made, the speak. 
ers including Robert Freeman, assistant 
field manager, and Walter G. Gastell, 
manager of the San Diego branch of the 
home office agency. 





Western Union’s Big Group Policy 


A $600,000 group policy has been 
written on employes of the Albers 
Brothers Milling Company of Seattle by 
the Western Union Life of Spokane. 
The mill company will pay 40 percent 
of the premiums. 











IN THE ACCIDENT AND HEALTH FIELD | 














WRITES 244 APPS IN ONE DAY 





David W. Hunter of Chicago Closes 
Anniversary Month With Remark- 
able Production Record 





David W. Hunter of the Chicago 
office of the Travelers has set another 
new world’s record for the number of 
accident and health applications to be 
written in a single day. On Nov. 21, 
the last day of the tenth anniversary 
drive in honor of President Butler, Mr. 
Hunter wrote 244 accident applications, 
which were submitted the following 
Monday morning. All the policies were 
written on a semi-annual premium, total- 
ing $1,952. 

Mr. Hunter prepared carefully for his 
record for several months, but all the 
applications were actually written on 
the day named. He used circular letters 
and special delivery letters but worked 
through an organization made up of 
policyholders of his who have been paid 
claims by the company. Each of these 
lined up as many of his friends as he 
could and Mr. Hunter signed them up 
in groups. 

Mr. Hunter on the same day com- 
pleted his fifth year with the Travelers. 
During all of this time he has made a 
specialty of working through policy- 
holders who have been paid claims. He 
has a card which has two blank spaces 
on it in which he fills in his name and 
has the satisfied claimant sign. This is 
the recommendation of Mr. Hunter as 
one who has given proper insurance 


service. He uses this in approaching 
new prospects and friends of the 
claimants. 





Swindler Is Operating 


A man who calls himself William 
Scherer is reported from Illinois, Wis- 
consin and Minnesota as fleecing school 
teachers by pretending to sell a teacher’s 
accident policy in the National Life 
U. S. A. The so-called Scherer obtained 
somewhere a supply of application 
blanks of the National and uses the re- 
ceipts at the bottom in acknowledging 
the collection of the premium. The Na- 
tional Life has notified all its agents in 
Wisconsin, advising them to assist in 
apprehending the fraudulent operator. 
Commissioner W. Stanley Smith has is- 
sued a warning advising all people to 
be on the watch in placing insurance 
and to be sure that the company is au- 
thorized and the agent duly licensed. 





ENCROACHMENT IS OPPOSED 





Health & Accident Conference Execu- 
tive Committee Joins Opposition to 
Government Activities 





The executive committe of the Health 
& Accident Underwriters Conference at 
its meeting in Chicago last week put 
that body definitely behind the move- 
ment to check the encroachment of the 
government on private industries which 
is to be put into definite form at a con- 
ference of representatives of business 
interests of all classes in Washington, 
D. C., Dec. 10. John Patterson, presi- 
dent of the Conference, was instructed 
to get in touch with President F. High- 
lands Burns of the Maryland Casualty, 
who represents the insurance interests 
on the committee that issued the call 
for the Washington conference, and to 
arrange to have the Conference repre- 
sented at that meeting, if in President 
Burns’ opinion such _ representation 
would be desirable. ; 

The question of the readjustment ol 
Conference dues, which was referred to 
the executive committee with power to 
act at the West Baden meeting last 
fall, was up for consideration and a sub- 
committee composed of the Chicago 
members of the executive committee 
was authorized to prepare a new 
schedule of dues for submission at the 
Detroit meeting in March. Final action 
in regard to the establishment of the 
agents’ bureau, which was authorized at 
the mid-summer meeting, was also de- 
ferred until the Detroit meeting. 

Some figures were presented in fe 
gard to the cost of an institutional a¢- 
vertising campaign, proposals for which 
have been advanced at several of the 
Conference meetings recently, but 1° 
definite action was taken on that sub 
ject. 





Must Disclose Health Change 
Effect of Failure to Disclose Change 


Health Between Date of Application ané 
Date of Issuance of Policy—in his 4? 
plication for insurance, applicant stated 
that some two years previously he had 


been operated on for “perforating ulcer 
duodenum,” but had recovered. To 4! 
other questions as to whether he had 
had certain diseases his answer Wa 
“no.” Between the date of his appiicé 
tion and issuance of the policy there W# 
either a return of his old trouble 
manifestation of a new ulcer. Before 
making the application and a few 4ay® 
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thereafter he consulted physicians. About 
eight days before the issuance of the 
olicy, he again consulted a physician, 
who declared he had a duodenal ulcer 
and advised surgical interference. Soon 
after the issuance of the policy he was 
operated on and died. The application 
provided that the insurance company 
should incur no liability until the appli- 
cation had been received, approved and 
the policy issued and delivered. There 
was no proof that the insurance com- 
any had been advised of the change in 
the health of the insured before the 
jssuance of the policy. 

Held, that there could be no recovery. 
It was applicant’s duty to disclose the 
change in health between application for, 
and issuance of, the policy. The com- 
pany had a right to rely on the truth 
of the statements in the application. 
Stipcich vs. Metropolitan Life, U. S. Dis- 
trict Court, District of Oregon. Decided 


Oct. 26. 


New Oklahoma Company 


OKLAHOMA CITY, OKLA., Nov. 24— 
A charter was granted to the Industrial 
Life & Accident of Oklahoma City, with 
$25,000 capital, The stockholders named 
in the petition are R. E. Calloway of 
Tupelo, John R. Hickman of Coalgate 
and M. B, Hickman of Oklahoma City. 





Set a High Mark 


Edward H. Perkins of Wayland, N. Y., 
though not establishing a world’s 
record, recently set a mark that entitles 
him to note for overcoming obstacles. In 
the course of one day he wrote 60 acci- 
dent applications for premiums of 
$781.50, to secure which he drove his car 


84 miles and walked at least 20 miles 
more, soliciting prospects in seven town- 
ships and three different counties. Mr. 
Perkins said that never in all his rural 
work before did he find so many of his 
prospects working in distant wood lots 
or distant fields which could not be 
reached by automobile. Wayland has a 
population of 1,790 people. Mr. Perkins 
is an agent of the Travelers. 


Chicago Claim Association Elects 


At the annual meeting of the Chicago 
Claim Association last week, T. W. 
Hislop of the Great Northern Life was 
elected president of the organization for 
his third year. This is the first time in 
the history of the association that a 
president has been so honored. Edward 
Harrold of the Pacific Mutual Life was 
elected vice-president, succeeding Dr. 
Edward Cummiskey. Secretary A. W. 
Pettit of the Federal Life, and Treasurer 
J. C. Browneof the Standard Accident 
were both reelected, the latter for his 
sixth term. 

Reports submitted at the meeting 
showed the association to be in excellent 
condition as regards both membership 
and finances. 


Will Write Accident Business 

Kahn & Mayer, general agents of the 
life department of the Aetna Life at Salt 
Lake City, have been appointed general 
agents for the accident and health busi- 
ness for Utah and part of Idaho, and 
will have equal soliciting privileges with 
Ed. D. Smith & Sons, the Perrault In- 
surance Agency and the Rossi Insurance 
& Investment Company, all casualty 
representatives of the Aetna companies. 











NEWS ABOUT 


LIFE POLICIES 











| Policy Literature, Rate Books, etc. 
| PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest” and ‘Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 














HAS NEW ANNUITY CONTRACT 





Provident Mutual Issues Form Com- 
bining Life Annuity With Speci- 
fied Payment at Death 





The Provident Mutual Life has just 
issued a new annuity contract. It is 
known as “Life Annuity with Specified 
Payment at Death.” No medical exam- 
inations are necessary under the new 
form. It is a participating contract is- 
sued on a single premium. 

The contract combines a life annuity 
of a guaranteed amount (increased by 
dividends of excess interest) and a spec- 
ified payment at death. The premium, 
income and other benefits are based on 
a specified payment at death of $10,000 
and will vary proportionately for a 
specified payment at death of a different 
amount, 

It is announced that the single pre- 
mium at all ages is $10,400. The death 
benefit is $10,000 plus a proportionate 
income payment for the fractional period 
between the last income due date and 
the date of death of the annuitant. A 
further provision, however, is made that 
m no case shall the death benefit be less 
than the single premium of $10,450 paid, 
less the sum of all income payments 
made—which is regarded by insurance 
experts as an attractive feature in case 
death should occur shortly after the con- 
tract is issued. 

It is stated that the guaranteed income 
7 $10,000 specified payment at death is 
ond yearly; $175.37 semi-annually, 
hich quarterly or $28.58 monthly, 
which is the same as the return guar- 


anteed on the $10,000 policy proceeds 
under Option No. 1 in the Provident 
Mutual’s regular life and endowment 
policies. 


CHRISTMAS 





INCOME POLICY 





Royal Union Life Announces Features 
of the New Contract for Sale 
During Holidays 





The Royal Union Life of Des Moines 
announce the issuance of an annual 
Christmas income policy. It bears a 
distinct Christmas illumination. A pic- 
ture of Santa Claus is prominent on its 
face. A border of holly in natural colors 
gives a holiday touch and the check that 
is to convey the Christmas greetings to 
the beneficiary for a 20-year period is 
lithographed in holiday colors. 

This policy provides that the company 
on each Dec. 25 following the death of 
the insured and for 19 years there- 
after, will send a $50 check or a $100 
check or multiples thereof, to a desig- 
nated beneficiary. 

Under the provisions of the policy the 
beneficiary cannot commute any of the 
mcome payments—these can only be paid 
in twenty annual installments. This 
Christmas policy is on the ordinary life 
non-participating plan. 


Atlas Life 


The Atlas Life of Tulsa, Okla., is set- 
ting. apart November as policyholders’ 
month. The company is offering $2,000 
additional insurance to old policyholders 
without medical examination, subject to 
the usual application and satisfactory 
inspection report. All policyholders be- 















J.C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 









Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.N. WARFIELD, Jr., Sesser sg tecocures 
Dr. JH. IGLEHART, Medical or 




















an-American Life 


Producers Club 


Planning sales and securing prospects are 
two advantages accruing to members of 
our Producers Club. 


An analysis of results secured through our 
Sales Planning Department from January 
1, to October 31, 1925, showed actual insur- 
ance leads of 29% of all people circularized, 
with a volume of new Insurance written 
through these leads highly satisfactory to 
both our Company and members of our Club. 


This is only one of the many attractive fea- 
tures the Pan-American offers its field rep- 
resentatives. 


Pan-American service also includes— 
Educational Course 
Unexcelled low-cost Life Policies 
Sub-standard Insurance for Under-average 
Lives 
Child’s Educational Endowment 
Group Insurance 


All Forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


N-AMERICAN LIF 
NSURANCE CO. 


NEW ORLEANS, U. S. A. 








Crawford H. Ellis, President 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


Chi [linoi 





Assets over $725,000.00 
Unassigned funds over $350,000.00 





Top Ist year and Renewal Commissions 
for Brokers’ Business 


Any amount up to $100,000.00 


No Color Line. Same Rated for All 
Male and Female 


Standard and Substandard Business Accepted 
Service you can depend upon 


$2,000.00 Non-medical to age 50 





Home Office—1400 W. Washington Blvd. 
Agency Office—108 S. La Salle St. 


ALFRED CLOVER, President 

















Central States Life 
G8 Insurance Company 


St. Louis, Mo. 


General Agency Openings in 


ILLINOIS 
MISSOURI 


FLORIDA 
SOUTH DAKOTA 





All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 


ASSETS: $6,500,000 
INSURANCE IN FORCE $65,000,000 























tween 18 and 50 examined and approved 
for insurance in the company within one 
year are eligible. 


Northwestern Union Life 


The second year’s dividends of the 
Northwestern Union Life of Ottawa, IIL. 
are 9.17 percent higher than the first 
year dividends. The Northwestern Union 
Life began business in October, 1923. 





Lamar Life 

The Lamar Life is considering a 
change in its double indemnity benefits 
rider and the premium to be charged for 
such benefits, and also whether or not it 
is desirable to combine with double in- 
demnity benefits a provision for bene- 
fits in event of dismemberment. The 





proposed double indemnity and dismem. 
berment endorsement would provide in 
addition to double the amount due under 
the principal contract for loss of life, 
if the injury results in any of the fol- 
lowing losses, but not in death: Princi- 
pal sum for loss of both hands, for loss 
of both feet, for loss of both eyes, for 
loss of one hand and one foot, for loss 
of one hand and one eye, for loss of one 
foot and one eye; one-half the principal 
sum for loss of one hand, for loss of one 
foot and one-third the principal sum for 
loss of one eye. The company has sent 
out a questionnaire to its agents seeking 
their views on ,the proposed change, 
whether or not they favor a commission 
on the double indemnity benefit to the 
agents, and whether or not they favor 
two separate riders, one covering double 
indemnity and the other double indem- 
nity and dismemberment. 





r 





NEW YORK LIFE DIVIDENDS FOR 1926 


en 











IVIDENDS of the New York Life 
for 1926 on additional policy forms 
are given in the subjoined table, 

those on ordinary life, 20-pay life and 
20-year endowment having appeared in 
a preceding issue. The new scale is dis- 
tinctly higher than the 1925 schedule, 
and still higher compared with that of 


Age at P 
ssue 1 15 20 25 30 
Year $ $ $ $ $ 
néebere te 8.75 9.06 9.34 9.90 10.74 
ee 9.17 9.47 9.82 10.46 11.38 
Deedecees 9.58 9.93 10.33 11.06 12.02 
thennes 10.03 10.39 10.87 11.70 12.67 
REN 4.19 446 4.78 17 5.6 
ere 10.47 10.89 11.43 12.34 13.35 
Vesvegave 10.95 11.39 12.04 13.01 14.02 
iecesaas 11.43 11.92 12.67 13.69 14.72 
peeeks-on 11.95 12.50 13.32 14.39 15.45 
Bs 0s ctled’ 12.49 13.10 14.00 15.10 16.21 
Ex 10.00 10.00 10.00 10.00 10.00 
| SRP R ee 7.60 7.91 844 9.02 9.51 
Ditedsewe 7.64 8.00 8.55 9.12 9.60 
Keren ee 7.70 8.10 8.69 9.21 9.68 
| aeere 7.77 8.20 8.80 9.33 9.77 
Smee 7.83 833 8.91 9.42 9.84 





1924. The interest rate on dividends left 
to accumulate with the company will be 
4.6 percent in 1926. Following are the 
1926 dividends for various policy forms 
at five year age intervals for the 
second to 15th policy years together 
with extra dividends granted this year 
and the total for the 15 years according 
to the 1926 schedule: 


10 PAYMENT LIFE 


35 0 45 50 55 60 65 
$ $ $ 3 $ 3 
11.65 12.49 13.22 14.81 16.82 19.38 22.80 
12.28 13.13 13.94 15.61 17.70 20.33 23.78 
12.94 13.82 14.71 16.46 18.64 21.33 24.82 
13.63 14.52 15.51 17.36 19.62 22.38 25.91 
6.15 6.79 7.56 8.50 9.67 11.15 13.11 
14.32 15.27 16.37 18.31 20.66 23.50 27.08 
15.04 16.05 17.27 19.32 21.76 24.69 28.34 
15.77 16.88 18.24 20.39 22.94 25.97 29.72 
16.55 17.76 19.27 21.52 24.20 27.35 31.24 
17.36 18.69 20.36 22.74 24.55 28.86 32.95 
10.00 10.00 10.00 10.00 10.00 10.00 10.00 
9.92 10.39 10.96 11. 12.66 13.59 14.44 
10.02 10.50 11.09 11.87 12.25 13.77 14.60 
09 10.60 11.23 12.07 13.04 13.94 14.75 
10.18 10.71 11.37 12.26 13.23 14.11 14.91 
10.28 10.84 11.53 12.46 13.41 14.27 15.06 


Total... 147.54 153.63 161.99 172.92 184.58 196.18 208.44 222.63 245.35 272.75 304.62 343.51 
10 YEAR ENDOWMENT 


Age at 
Issue 10 15 20 25 30 
Year 3 3 $ 3 

eR bb eve 11.07 11.60 12.20 13.02 14.18 
Mesc0oseus 12.34 12.87 13.49 14.35 15.51 
a 13.66 14.19 14.84 15.74 16.86 
Deesieeed 15.03 15.57 16.26 17.17 18.27 
Ex. ° 9.98 10.06 10.16 10.27 10.41 
0040866 16.46 17.01 17.73 18.65 19.72 
, er: 17.95 18.52 19.26 20.18 21.21 
eke bawe 19.50 20.09 20.86 21.75 22.76 
epescaus 1.12 21.74 22.50 23.38 24.39 
Dowreweees 22.81 23.45 24.21 25.07 26.08 
) : 10.00 10.00 10.00 10.00 10.00 


35 40 45 50 55 60 65 


Se —- 


Total... 169.92 175.10 181.51 189.58 199.39 209.74 220.31 231.78 247.87 266.24 287.90 314.39 
30 YEAR ENDOWMENT 





Age at 
Issue 10 15 20 25 30 35 40 45 50 55 60 65 
Year $ $ $ $ 3 $ $ $ $ $ $ 
areas tach 6.58 6.72 683 7.17 7.78 830 888 9.38 10.60 12.53 .... ..-- 
Deastises 6.84 6.96 7.09 7.49 8.12 867 9.11 9.50 10.86 12.84 al 
Disdsseas 7.12 17.24 7.39 7.82 8.44 8.96 9.37 9.76 11.16 13.20 apart 
Dich Sale 7.40 7.51 7.70 8.18 8.77 9.25 9.60 10.01 11.46 13.54 pin 
Ex.. 3.06 3.11 3.18 3.27 3.389 3.58 3.87 4.33 5.05 6.14 ait 
Be keger 7.70 7.79 8.02 8.55 9.11 9.55 9.85 10.30 11.78 13.91 ube: 
, ERR 8.01 8.10 8.36 8.91 9.44 9.83 10.11 10.59 12.10 14.27 soul 
Diiciiced 8.31 8.42 8.74 9.30 9.76 10.12 10.38 10.88 12.42 14.63 tte 
cept 8.64 8.78 9.13 9.68 10.11 10.42 10.67 11.21 12.77 15.01 cael 
(paseo 8.99 9.14 9.54 10.05 10.45 10.71 10.98 11.54 13.11 15.38 eed 
Ex. 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 at 
dan qaks 9.34 9.53 9.95 10.46 10.80 11.02 11.31 11.88 13.47 15.76 al 
pied 9.72 9.95 10.38 10.84 11.16 11.35 11.66 12.25 13.85 16.14 «nl 
eck ea 10.11 10.39 10.84 11.24 11.50 11.68 12.01 12.63 14.24 16.53 oon 
_ ehgubabete 10.54 10.83 11.27 11.65 11.89 12.05 12.38 13.04 14.64 16.93 ete 
Didesanh< 0.99 11.31 11.72 12.07 12.27 12.43 12.78 13.47 15.06 17.34 ones 
17.50 17.50 17.50 17.50 12.50 11.00 11.00 7.00 2.00 cece 
Total... 150.85 153.28 157.64 164.18 165.49 169.01 173.96 177.67 194.57 224.14 cous 
LIFE PREMIUMS TO 65 
10 15 20 25 30 35 40 45 50 55 60 65 
3 $ 3 $ $ $ 3 $ $ $ $ 
5.71 5.85 6.02 642 7.17 8.02 8.89 9.93 12.38 tes lake 
5.78 5.90 6.10 6.59 7.40 8.24 9.12 10.23 12.88 cove 
5.83 5.98 6.23 6.78 7.62 847 9.36 10.56 13.41 niet. 
5.90 6.03 6.34 6.99 7.84 8.69 9.60 10.91 13.97 weer 
1.65 1.81 2.02 2.30 2.66 3.14 3.83 4.85 6.52 ooes 
5.95 6.10 6.47 7.19 8.05 8.90 9.83 11.29 14.55 oom 
6.03 6.19 663 7.40 8.25 9.12 10.09 11.68 15.17 eves 
6.07 6.27 6.80 7.63 8.46 9.31 10.36 12.09 15.81 wees 
6.15 6.39 6.97 7.83 8.67 9.53 10.64 12.51 16.49 xen 
6.21 651 7.17 8.02 8.87 9.74 10.94 12.97 17.21 wees 
10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 eons 
6.27 6.63 7.36 8.24 9.06 9.95 11.24 13.45 17.97 wees 
6.35 6.77 7.57 8.42 9.26 10.18 11.57 13.96 18.78 oeee 
6.44 6.94 7.78 8.61 9.44 10.39 11.92 14.50 19.64 weer 
6.55 7.11 7.97 8.80 9.63 10.65 12.28 15.06 20.56 wees 
6.66 7.30 8.15 8.99 9.82 10.90 12.66 15.67 21.56 wees 
20.00 20.00 20.00 19.50 14.00 12.00 11.00 7.00 .... wees 
Total... 117.55 121.78 129.58 139.71 146.20 157.23 173.33 196.66 246.90 cece 
ENDOWMENT MATURING AT 65 
Age at 
pang 10 15 20 25 30 35 40 45 50 55 60 65 
Year $ $ g $ 4 $ wee $ $ 
lai we 5.75 5.91 6.10 656 7.38 839 9.52 11.00 14.47 .... 
ieee os 5.82 5.99 6.22 6.76 7.67 8.67 9.82 11.44 15.17 
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15 20 25 30 35 40 45 50 55 60 65 

Year $ $ $ $ $ $ $ $ $ $ 3 
Pe dckete 5.91 6.09 6.37 7.00 7.93 8.96 10.16 11.91 15.90 .... ones 
Serr 6.99 6.18 6.53 7.24 8.21 9.25 10.50 12.42 16.67 
Ex. 1.77 1.97 2.22 2.55 2.98 3.58 4.44 5.73 17.90 
Biguecese 6.07 6.27 6.70 7.49 8.47 9.55 10.83 12.94 17.51 
Jiceccece 6.16 6.38 6.88 7.75 8.74 9.83 11.21 13.51 18.38 
Sindooeee 6.23 6.50 7.09 8.01 8.99 10.12 11.58 14.10 19.31 
S.cccccee 6.33 6.65 7.30 8.26 9.27 10.42 11.98 14.72 20.30 
lr 6.42 6.79 7.54 8.50 9.52 10.71 12.42 15.38 21.35 
EX. ..+++-- 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Tijccencce 6.50 6.95 7.76 8.76 9.78 11.02 12.87 16.09 22.48 
ae 6.62 7.13 8.01 9.00 10.05 11.35 13.36 16.83 23.69 
Waeescceces 6.71 7.32 8.26 9.23 10.32 11.68 13.87 17.62 24.99 
) 6.86 7.53 8.49 9.50 10.59 12.05 14.41 18.47 26.40 
| 7.00 7.75 8.73 9.74 10.87 12.43 14.97 19.38 27.92 
Ex. 20.00 20.00 20.00 19.00 13.50 11.00 7.00 2.00 nes 
Total... 120.14 125.41 134.20 145.35 154.27 169.01 188.94 223.54 302.44 

30 PAYMENT LIFE 
Saenees 6.18 6.40 6.74 7.36 8.02 8.59 
a 6.30 6.54 6.94 7.61 8.24 8.77 
Aocsvcece 6.42 6.72 7.18 7.86 8.47 8.98 
Ramowe ee 6.54 6.89 7.42 8.10 869 9.17 
Ex. 2.05 2.36 2.56 2.82 3.14 3.56 
ngeeeees 6.67 7.07 7.67 8.34 8.90 9.37 
Toccccece 6.79 7.28 7.93 8.58 9.12 9.58 
Bicccccee 6.91 7.50 8.19 879 9.31 9.78 
D.ccccces 7.06 7.74 8.44 9.04 9.53 10.01 
W.cccece 7.19 7.99 8.68 9.27 9.74 10.25 
Ex. 10.00 10.00 10.00 10.00 10.00 10.00 
Il. ..ceees 7.33 8.24 8.94 9.50 9.95 10.49 
UW..ccceee 7.49 8.51 9.18 9.72 10.18 10.77 
Waoscccece 7.66 8.79 9.41 9.94 10.39 11.05 
eo 7.8 9.04 9.68 10.17 10.65 11.33 
Woeccsees 8.0 9.31 9.92 10.40 10.90 11.64 
Ex. 18.50 18.50 18.50 13.50 12.00 12.00 
Total... 128.99 .... 138.88 147.38 151.00 157.23 165.34 

superintendent of agencies for Divi- 


AGENCIES OF JOHN HANCOCK 





Promotions to Newly Created Superin- 
tendencies in Chicago Are Announced 
by the Company 





On Dec. 7 three additional weekly 
premium agencies will be established in 
Chicago by the John Hancock Mutual 
Life, the better to provide for service, 
conservation and production there. The 
agencies will be known as Chicago 
5, 6 and 7. 

Patrick Lyne becomes superintendent 
of the Chicago 5 agency. Mr. Lyne was 
formerly a successful assistant superin- 
tendent in Chicago 3. As superintendent 
of the Chicago 6 agency the company 
has selected Irving Weil, formerly a 
successful assistant superintendent in 
the New York 5 agency. 

As superintendent of the Chicago 7 
agency, the appointment is matie of Wil- 
liam Von Garlem, formerly a successful 
assistant superintendent at the Hoboken, 
N. J. agency. 

The company also announces the open- 
ing on Dec. 7 of an additional weekly 
premium agency at Buffalo, N. Y., to be 
known as Buffalo 2. For the superin- 
tendency of this agency it has appointed 
John H. Johnson, formerly assistant in 
the Cambridge, Mass., agency. 


Western & Southern Changes 


A promotion to the superintendency of 
Pittsburgh south has been given to 
James A. McMahon, formerly assistant 
at Pittsburgh east for the Western & 
Southern. 

Superintendent Bonnage, formerly of 
Pittsburgh south, has been transferred 
to Pittsburgh east to take the place of 
Superintendent F. W. Taylor, who has 
been appointed superintendent of agen- 
cies in Division C. 

Peter J. Schumacher, formerly assist- 
ant at Cicero, Chicago, has been ap- 
pointed superintendent at Gary, Ind. 
Superintendent Stukenborg of Gary is 
transferred to Chicago-Ogden Park. 

The Western & Southern Life has pro- 
moted William C, Whitney, formerly su- 
Perintendent at Ogden Park, Chicago, to 





sion D. Fred W. Taylor, formerly su- 
perintendent at Pittsburgh E, assumes 
charge of Division C as superintendent 
of agencies, following the transfer of 
Superintendent of Agencies, Lewis Spentz 
to Division B. William Klusmeier, for- 
merly superintendent of agencies of Di- 
vision D, has been appointed superin- 
tendent of Cincinnati east. 


News of the Prudential 


Nathan Dreyfuss, Robert P. Hausrath 
and John Stricker, agents for the Pru- 
dential in the Mt. Vernon, N. Y., district, 
have been promoted to assistant super- 
intendents in their own district. 

Ben Silverman, agent in the Kingston, 
N. Y., district, has been advanced to as- 
sistant superintendent in the same dis- 
trict. 

Thomas J. Stewart, superintendent of 
the New York No. 8 district, has com- 
pleted 35 years of service with the com- 
pany. 


Convicted of Embezzlement 


F. E. Duffy, collector for the Metro- 
politan Life at Denver, Colo., was found 
guilty of embezzling $350 of the com- 
pany’s money and sentenced to from 18 
months to three years in Colorado state 
penitentiary. He is said to have con- 
fessed to obtaining the money by re- 
ceipting notices sent out to policy- 
holders, taking their money and then 
turning in the regular receipt forms as 
if unpaid. 





Controversy Over Virginia License 


License of G. A. Still to represent the 
Union Life of Richmond in Norfolk was 
revoked recently by Commissioner But- 
ton of Virginia on complaint of the Na- 
tional of Norfolk, which alleged that he 
had left its employ in arrears to the 
extent of $178.38 and refused to settle. 
Commissioner Button subsequently re- 
instated him when he agreed to pay this 
amount to the National. When it de- 
veloped that he had paid the money 
under protest, reserving the right to sue 
for recovery of it if he saw fit to do so, 
and that the company refused to accept 
the money with such string tied to it, 
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To Benefit Some 
Human Being 


I WANT to bring home some sense of res- 
ponsibility on your part to your employing 
company. I like to think of the Metropolitan 
as a real thing. It's a Company, you say, with- 
out body or soul. But I never warit to think of 
of it as such. There is a spirit about it that is 
more than any of these things, that tries to bring 
home to its employees some idea of personality 
and some idea of brotherhood of the company. 


Every one of your companies has a staff of 
officers that is thinking of what is best for the 
company and all its people. That is what you 
must do. You are a part of these corpora- 
tions. Every one has merit. Seek that merit! 


After all, what we are appealing to is the 
human heart. We are appealing to humanity 
itself. You are striving to serve men, women 
and children. You are trying to do some- 
thing that will benefit some human being.  Al- 
ways keep in mind that you are working for 
humanity. It will make you better men and 
more efficient men. Every word and every line 
you publish must be directed to the heart of 
the people who read it—From an address by 
Haley Fiske, President, Metropolitan Life In- 
surance Company, before the Insurance Adver- 
tising Conference at Briar Cliff Lodge. 
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the commissioner cancelled the license 
a second time, From this action Still 
appealed to the state corporation com- 
mission, which held the action of the 
commissioner null and void “because he 
had revoked and annulled the order of 
reinstatement without notice to Still.” 
The case is remanded to the commis- 
sioner for such action as he may deem 
proper after due notice is given Still. 
Both the Union Life and the National 
specialize in writing industrial busi- 
ness. 


——— 
Public Savings Changes 
Agent A, Phelps of the Public Savings 


Life of Indianapolis at Jeffersonville, has 
been promoted to superintendent at New 





Albany. Superintendent H. Ferris is 
transferred from Kokomo to Peru. 
Agent O. Hauk, Kokomo, is promoted to 
superintendent. Agent W. C. Ahr, Fort 
Wayne, is promoted to superintendent. 
Superintendent J. F. Tarkington, Indian- 
apolis south, is transferred to Fort 
Wayne. Manager J. J. McCurdy, Detroit 
3, is promoted to home office representa- 
tive. Superintendent J. B, Witherspoon, 
Detroit 1, is promoted to manager of 
Detroit 8. Agent C. J. Nielson, Detroit 1, 
is promoted to superintendent. Super- 
intent J. W. Jonés, Detroit 1, is promoted 
to resident inspector. Agent C. Hudson, 
Detroit 1, is promoted to superintendent. 
Superintendent E. S. Furches, Royal 
Oak, Mich., is promoted to resident in- 
spector. A, W. Kohlstaedt is appointed 
home office inspector. 
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HAD 100 BANKERS AT MEETING 





Los Angeles Draws Total of Over 600 
to Joint Meeting on 
Trusts 


LOS ANGELES, Nov. 25.—The Life 
Underwriters’ Association of Los An- 
geles last week held its first joint dinner- 
meeting with the bankers and trust of- 
ficers of the city of whom about 100 
were present. So far as is known, it is 
believed to have been the first joint 
meeting of life underwriters with the 
representatives of trust companies that 
has ever been held west of the Rockies. 
The attendance, of approximately 600, 
was the largest that has been experi- 
enced by the association in some time, 
the result being due to the nature of 
the gathering and the interesting pro- 
gram. 

Secretary Cole submitted 79 applica- 
tions for membership, 58 of which were 
from District No. 2 of the Prudential, 
headed by J. S. Kendall, superintendent, 
This represented the largest single addi- 
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The 65th Annual Report Shows: 


Premiums received 
during the year 
My ctaninciacdes 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 
Death Claims, En- 
dowments, Divi- 
dends, etc. ....... 6,321,524 
Increase in Assets 2,801,996 
Actual Mortality 62.4% 

of the amount expected. 
Insurance in : 
Force .........$260,530,414 
Admitted Assets 51,457,218 


$8,003,453 
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tion to the membership of the associa- 
tion in its history. 

Senator Louis R. Roseberry, vice- 
president of the Security Trust & Sav- 
ings Bank and chairman of the research 
committee of the trust section of the 
American Bankers Association, delivered 
an address on “Trust Companies and 
Life Insurance.” He outlined in detail 
the important features which character- 
ize the value of the services rendered by 
trust companies in the handling of es- 
tates generally, and particularly with 
reference to the conservation of life 
insurance funds accruing from payment 
of claims by companies. Also, he pointed 
out the advantage enjoyed by trust com- 
panies in the flexibility of operation 
which they have by reason of the dis- 
cretionary powers which they possess. 

Will G. Farrell, of the Penn Mutual 
Life, presented the life insurance side 
of the topic. 

The 1925 convention playlet, “Thy 
‘Will’ Be Done,” a drama in three acts 
by Louis Ullman, was presented. 

* 


EDUCATIONAL PLAN ADOPTED 


Indianapolis Association Takes Advance 
Step—New Schedule of 
Dues 


INDIANAPOLIS, IND., Nov. 25.— 
An organization meeting of the Indian- 
apolis Association of Life Underwriters 
was held last Thursday following lunch- 
eon and a good percentage of the mem- 
bers signed a new constitution and by- 
laws which commits the association to 
a big program of activity, educational in 
its purpose and carried on through a 
paid secretary. 

A new schedule of dues will be put in 
force which will range from $36 to $120 
a year for general agents; $3 for the 
first six months for new men; $12 a year 
for solicitors; $8 for outsiders and $6 
for associate members. 


Searle Is Speaker 


William A. Searle, assistant to the 
president of the National Association of 
Life Underwriters, has spent several 
weeks in Indiana in organization work 
and made a talk at the Thursday meet- 
ing. He said that the Indianapolis asso- 
ciation, having given the National asso- 
ciation a president, is being looked to to 
set a pace in the development of associa- 
tion efficiency. The time has passed, 
he said, when life insurance men or 
those in other lines of business can act 
as individuals to get best results. It is 
necessary to cooperate. He urged that 
the association get a vision of the pos- 
sibilities of educating the public in vari- 
ous ways. He suggested that, when 
speakers appear before the association, 
members bring in some of their good 
prospects as guests. It is important, 
too, he said, to get the wives of insur- 
ance salesmen sold on their husbands’ 
business and some definite effort to this 
end could be put to advantage, he said. 


Jones Discusses Program 


Frank Jones, president of the National 
association, was called on by President 
Fred Dickerman of the Indianapolis as- 
sociation to give his ideas regarding the 





new program that has been adopted. 
Mr. Jones expressed pleasure and grati- 
fication that his home association should 
be willing to undertake so constructive a 
step and predicted good returns for all 
effort that may be put into the new 
movement. The day of professional 
underwriting is at hand, he said, and 
men to achieve in life insurance are 
going to have to be well trained. 

He spoke of the scholarship prizes 
that are being offered by the National 
association and of the big meeting to be 
held in Detroit Nov. 27, when five cash 
prizes of $1,000 each will be awarded to 
high school students who have partici- 
pated in an essay contest, writing on the 
topic, “Uses of Life Insurance.” He 
commended the Union Trust Company 
of Detroit for putting on this contest 
and for linking the institution up with 
local life underwriters. 


Results of Trust Campaign 


As a result, he said the trust com- | 


pany in the past year has secured 113 
new estates to administer through the 
influence of life underwriters and $2,000,- 
000 of life insurance has been issued and 
delivered through~the influence of the 
trust company. He urged that life un- 
derwriters associations everywhere make 
contact with all sorts of local institu- 
tions, such as churches, schools, clubs 
of various kinds and in this way the 
public can be brought to realize that 
life insurance solves almost all of our 
economic problems. 

Charles C. Clabaugh, general super- 
visor of agencies of the Maryland Life, 
was present and spoke briefly in highest 
vraise of the spirit of helpfulness mani- 
fested at the recent agency officers’ 
meeting held in Chicago. 

*x* * * 

Northern California—For the purpose 
of clarifying existing inconsistencies in 
the constitution of the Northern Califor- 
nia Association several amendments have 
been made and acted upon at a meeting 
in San Francisco this week. In addition 
to the submission of these amendments 
the members heard a program arranged 
by H. Lester Archer of the Western 
States Life. All speakers were from 
that company. R. J. Gilfillan spoke on 
“The Christmas Spirit in Life Insurance” 
and Marcus Gunn, actuary, explained 
“Facts the Policyholder Should Know 
Before Giving Up Old Insurance for 
New.” Sam Sadowski, one of the lead- 
ing producers of the Western States, en- 
tertained with the violin. 

* * * 

Lansing, Mich.—Qualifications of a life 
underwriter who would achieve success 
in his chosen profession were enumer- 
ated by George H. Harris, supervisor of 
field service for the Sun Life of Mon- 
treal, in an address last week before a 
dinner meeting of the Lansing associa- 
tion. The occasion was “ladies night” 
for the association and more than 100 
were present. Mr. Harris emphasized 
the fact that life underwriting has taken 
on a new significance within the past 
two decades, the scope of its service 
having been immensely widened during 
that time and the business itself having 
expanded beyond the hopes of insurance 
men of the early 1900’s. S. V. Klem of 
the local association acted as toast- 
master and George E. Donnell, associa- 
tion president, welcomed the guests. 
Several other entertainment features, 
including musical numbers, helped to 
make the occasion a diverting social 
affair as well as an inspirational gather- 
ing for the local agents. 

*x* * * 

Peoria, Iil.—Underwriters from half a 
dozen cities in this district were among 
the 325 guests at the Peoria association 
last week to hear W. B. Burruss, na- 
tional sales counsellor, in his lecture 
“Shakespeare, the Salesman.” He made 
a distinct impression and the evening 
was one of the most notable the Peoria 
association has staged. C. O, Fischer 
presided. 

*x* * x 

Chicago—At the monthly meeting of 
the Chicago association last week, 
President W. W. Williamson, manager 
of the Phoenix Mutual Life, announced 
that at the December meeting Ernest W. 
Owen, manager of the Sun Life of 
Canada at Detroit, Mich., will speak on 
“Being What You Want to Be.” Presi- 
dent Williamson said that hereafter no 
tables will be reserved at the luncheon 
as the officers have decided upon a 
policy of having life insurance competi- 


tors get acquainted at these meeting 
As it is, the members of a certain ageny 
get reserved tables and leave the me, 
ing without having met any other ji, 
insurance men. He announced that 
special meeting may be called to ¢, 
sider the new constitution and by-lay 
James Elton Bragg, vice-president 
the Manhattan Life, was present. Oliv, 
Thurman, superintendent of agencies y 
the Mutual Benefit Life was the speak» 
A synopsis of his address will be fouy 
elsewhere in this issue. 

* * * 

Columbus, 0.—Rev. M. H. Lichlelty 
pastor of the First Congregation 
| Church, was the speaker at the meetin 
| of the Columbus association Tuesiéay 
The spirit of Thanksgiving and insy. 
|ance values permeated the address. 

* * * 
Baltimore, Md.—At the regular monthiy 
meeting and dinner of the Baltimon 
association the speaker was Winsloy 
| Russell, vice-president and agency map. 
|ager of the Phoenix Mutual Life. kis 
| 





topic was “Time Values.” 

Mr. Russell gave a splendid talk, ou. 

lining the amount of time that should & 
| spent on particular sales efforts, and ) 
| this connection, while talking of incom 
insurance, he dealt with the average ip. 
comes as shown in tax returns, and while 
| conceding the advisability of efforts t 
sell income insurance, pointed out tha 
| the field had certain limitations as show 
| in government figures and was not larg 
| enough for everybody to get in it ina 
intensive way. Mr. Russell also gay 
some interesting facts showing how lit. 
tle time relatively the agent really give 
to the prospect. 

Eight more names were added to th 
roll. 

*x* * * 

New York—The New York association 
will hold its next meeting Dec. 8. Sec. 
ond Vice-President John A. Stevenson of 
the Equitable Life of New York ani 
Isaac S. Kibrick of Brockton, Mass., will 
be the speakers. In the October issu 
of the “American Magazine” was a story 
about Mr. Kibrick. He was a former 
garment worker in New York City and 
then entered the life insurance field for 
the New York Life, at Brockton. I 
nine years he has written $10,000,000 of 
life insurance. Last year he produced 
about $2,000,000. 

*x* * * 

Houston, Tex.—An essay contest o 
“Why My Daddy Should Carry Life h- 
surance” has been started in Houston 
among pupils of the fifth and_ sixth 
grades by the Houston association. In- 
surance offices in the city will give any 
student information bearing on the sub- 
ject. AM essays must be in the office of 
the superintendent of public schools not 


| later than Dec. 18 


Four prizes will be offered, a first 
prize of $15 and second prize of $1) 
going to the two best essays written 
by girls and like prizes going to the two 
boys who write the best essays. Prizes 
will be given out Christmas morning. 
Essays will be graded on the thought 
and knowledge of the subject matter, 
the appeal—the influence upon the 
reader, sentence structure and sentence 
relations and neatness and arrange 
ment. A committee of underwriters will 
be judges. 

x * x 

Oklahoma—An unusual program was 
presented before the Oklahoma associa- 
tion at its last meeting at Oklahoma 
City. Some of the banner students who 
completed the course in life insurance 
salesmanship given here last summer by 
Griffin M. Lovelace and a selected fac- 
ulty were called on to demonstrate some 
of the approaches and arguments which 
they have since used to advantage. 
Among them were E. Raymond Ethridge 
and C. R. Warren, on telephone appoint 
ment demonstration. Burt Ludlow, Gur 








Waggoner, Mrs. Jessie Cole Kelly and 
L. C. Mersfelder gave verbal demonstra- 
tions of approach and sales talks. The 
idea of the officials of the association 
was to pass along to the other associa- 
tion members who were unable to attend 
the school some of the many good 
methods and arguments learned by thé 
students. 
* *« * 

Boston, Mass—An inspirational talk 
was given to the Boston association Fri 
day by Vincent B. Coffin of Albany, N.Y» 
one of the associates of Griffin M. Love 
lace in the New York University schoo 
of insurance salesmanship. Mr. Coffin 
spoke of the new conception of life in- 
surance wherein brotherhood in the bus! 
ness had been emphasized. As this wa 
a period of installment buying life in- 
surance might well be considered as ® 
pioneer, he said. Salesmanship_ h@ 
graduated from the “sample” period inte 
one of selling needs and putting over # 
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product. It was now a period when sell- 
ing was considered in all lines, Even the 
minister and the doctor have to “sell” 
or put over their message and mission. 
But it was a period of selling to fit 
human needs. 

This was an age of wholesaling and 
the agent who went a little farther than 
the other agent would be the one who 
would be chosen and kept when the 
pusiness Was sifted, as might be ex- 
pected in time. The man who availed 
himself of the advanced ideas and mod- 
ern methods by attending salesmanship 
schools would be best fitted to stand 
the survival of the fittest test. 

Gray Harris of the Union Central Life, 
Worcester, Mass., entertained during the 
dinner hour with organ selections, Stand- 
ford Wright presided at the luncheon 
jn the absence of President Lloyd K. 


Allen. 


AGENCY MEN EXPLAIN 
HOME OFFICE METHOD 


(CONTINUED FROM PAGE 4) 
on how and where to find agents. Each 
of the home office agency officials spends 
20 weeks each year in the field. What- 
ever is accomplished by them is due to 
these visits to the field. These contacts 
make for better morale. 


Importance of Personal Relationship 


Mr. Armstrong then concluded the 
symposium. He said that the agency de- 
partment must make each agent feel that 
he is an important unit. They must 
establish a personal relationship with the 
home office. They must also establish a 
relationship of other home office depart- 
ments with agents. When other depart- 
ments have anything to take up with 
the field forces they come to the agency 
department where they are told what 
problems are likely to confront them on 
their trips to the field. 

It must be remembered that the field 
men do not distinguish between a man 
from the agency department and a man 
from one of the underwriting depart- 
ments. They are very apt to unload 
their troubles and ask for advice from 
anyone from the home office. For this 
reason it is extremely important that the 
department men get in touch with the 
vy department before going into the 
eld. 

Home Office Sources 

When a new agent goes with the 
Travelers he receives a contract direct 
from the home office and gets a letter 
of welcome from the desk of the super- 
intendent of agents. He receives a serv- 
ice book from the home office and a 
correspondence course. The latter is al- 
ways applied by the local man in the 
field. He cannot learn to swim by cor- 
tespondence. 

Mr. Armstrong said that the radio 
broadcasting done by the Travelers was 
extremely valuable as an advertising 
factor, but the company felt that it ex- 
pressed itself more in the attitude of the 
agents than of the public. He closed 
with the statement that company senti- 
ments must permeate an organization if 
the agency manager is to approximate 
is aims. 


Should Not Let Failure Hang On 


W. H. Harrison, vice-president of the 
Atlantic Life, said that it is not only 
mportant to train agents but also to 
maintain discipline. He asked, “How far 
ave we been erring in letting the failure 
ang on after his failure is certain?” 
A life insurance company rises or falls 
with the personality of the supervisor 
sent out from the home office. “It is of 
Paramount importance,” said Mr. Har- 
rison, “to divide the territory and let the 
ome office agency man devote his time 
for at least a year to a given territory. 
hen perhaps he might be switched to 
another territory but he should stay in 
one place long enough to become ac- 
quainted with the agents. 

. +he agency supervisor should devote 
his time to finding and training new 
men. The company cannot afford to 
send out high priced supervisors to bol- 
ster up old agencies.” 

t. Harrison said that the agency 
Managers in a great many cases fail to 
Plan sufficiently. The following things 





are absolutely essential to the proper 
conduct of an agency department: 

1. Practical plans. 

2. Authority to carry them out. 

3. Proper kind of an agency per- 
sonnel. 

4. A chief agency executive with time 
to think and plan. 

5. Good rules and the courage to 
stand by them. A liberal policy towards 
the agent but not particularly in the line 
of commission. 

Must Be Credit Men 


T. C. Denny, vice-president of the 
Central Life of Iowa, explained that his 
company had been organizing on a gen- 
eral agency basis for the past five years. 
He said that it is very difficult to get 
all-around men for general agents. The 
general agent must be more than a pro- 
ducer and an organizer. He must be a 
good credit man. 

Mr. Denny said that the law of aver- 
ages is applied in determining the com- 
pany’s invested income in soliciting in- 




















Ninth in the U. S. A. 


In 14 years this Company developed an accident 
and health business that placed it in 9th place 
among all the companies of the United States in 
amount of disability claims paid. And it is now 
making equal progress in the development of the 
Life Insurance Department. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 
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District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
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ROCKFORD LIFE INSURANCE COMPANY 
Francis L. Brown, Secretary, Rockford, Illinois 
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FLINT 
The Magic City 


Forty years ago Flint was a struggling sawmill town. 
Today Flint leads even Detroit in the number of auto- 
biles manufactured, and is led only by Highland Park, 
where the Ford plant is located. 


Over 1,900 homes were built in Flint in 1923. Its 
population has grown to over 100,000. A fine spirit of 
loyalty and service to the “Old Home Town,” an un- 
bounded energy in overcoming handicaps and obstacles 
have made Flint a city truly magical in its growth and 
development. 


A tremendous volume of life insurance has been and is 
being written in Flint. The continued growth of the 
city opens up continually bigger life insurance oppor- 
tunities. 


The Register Life wants a first-class man to build up 
a prosperous general agency in Flint and surrounding 
counties. If interested, write 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 


Davenport, Iowa 
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Indiana, Illinois and Ohio 


ron GOOD sznt™™ 


We Issue Policies on Men, Women 
and Children 


LIBERAL AGENCY CONTRACTS 
EXCEPTIONAL POLICY FEATURES 


KASKASKIA LIFE INSURANCE C0. 


HOME OFFICE 
SHELBYVILLE, ILLINOIS 
































surance and in his opinion should be 
applied just as well to selection of men. 
He tells his general agents to contract 
men liberally in numbers. If there is 
any other way to finding good men than 
the survival of the fittest, he said he 
has not yet heard of it. 


Save General Agents’ Time 


Mr. Denny said that the general 
agent’s most valuable asset is his time. 
It is therefore one of the functions of 
the agency department to conserve the 
general agent’s time as much as possible. 
The bulk of his time is spent in seeking 
desirable agency material. Anything 
that can be done to save his time in this 
respect is, therefore, a great help. The 
Central Life has gotten out a five-letter 
system to get agency prospects. It saves 
a good deal of time in hunting up those 
who are possibly interested in agents. 


Keeps Sub-Agents Busy 


The agent’s time is also valuable and 
he can be helped by circularizing. The 
Central Life sends out advertising mat- 
ter to a list of 3,000 names daily. The 
company is “sold” on the direct mail 
system. It keeps the sub-agents busy, 
which solves the greatest problem of the 
Sugenet agent and of the sub-agent him- 
self. 

The financing of general agents is a 
great problem. The severity of this 
problem causes general agents to intro- 
duce practices which always causes his 
failure. The Central Life has been con- 
vinced that a personal surety bond is a 
necessary safety. The ordinary surety 
bond which protects against embezzle- 
ment only is valuable but does not pro- 
tect the general agent as it should. 

The Central Life sends out a great 
deal of booster material. Mr. Denny 
says he believes in asking agents for 
the business and then asking them 
again. The whole theory of life insur- 
ance is persistence. The agent is told to 
give his prospect a chance to sign. The 
same thing applies to getting business 
from the agent. The spirit of the 
agency body is very important. Na- 
tional conventions of agents help build 
team spirit. Mr. Denny said he believes 
in selling the company to the agent all 
of the time. 


Two Complete Agency Trips Annually 


Walter T. Shepard, vice-president of 
the Lincoln National Life, said that he 
makes two agency trips annually cover- 
ing every agency of the company. One 
of these is a spring convention trip, with 
one other agency man, a medical direc- 
tor and actuary and perhaps a junior 
officer of the company, covering 15 sec- 
tional meetings. At each of these 15 sec- 
tional meetings a three-day session is 
held. The first day is taken over by the 
representatives of the home office, issu- 
ing instructions and giving information. 
The second day sales problems are dis- 
cussed. The third day is an open forum 
at which any agent can bring up any 
problem and get an answer. 


What Agents Are Up Against 


This last session is not only impor- 
tant to the agents but it is equally im- 
portant to the home office men. Mr. 
Shepard said: “If we don’t know what 
the problems of the agents are, how can 
we find the answer? In this open forum 
we find out exactly what the agents are 
up against.” 

He also described the correspondence 
division which has been established in 
the Lincoln National agency depart- 
ment. In this department is a card for 
every agent, showing his work for the 
years by months and by days. It shows 
his actual work in detail, in applications 
and amounts of insurance. These cards 
go over the desk of some member of 
the correspondence division at least 
twice a month and a letter goes out com- 
menting on the situation twice a month. 
The correspondents are instructed to 
consider each card with a question mark 
as to why the agent is advancing and 
progressing or why he is not keeping up 
with his previous record. 

The Lincoln National has both gen- 
eral agents and managers. All of the 
managers and many of the general 





agents send in a weekly progress repo, 
which gives a detailed report on hy 
the general agent or manager has spe, 
his time with the man. It tells the my 
he has worked with during the week ay 
the number of hours he has put in wij 
each man in training him in the off, 
and out in the field canvassing. 

F. T. Woodbury, junior vice-presidey 
of the Pacific Mutual, described brief 
the convention plan of his compay 
whereby the first year a national ¢g). 
vention is held at the home office. Th 
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next year a number of regional conve. 
tions are held and the third year co. ities 


ventions are held in individual agencig 
Mr. Woodbury prefers the last metho; 
because it provides closer contact eat 
tween the home office and the individy I 
producers. It also costs less. M 
W. Carlisle of the Manufacturers Lit us 
of Canada advocated extensive training “ 
for branch managers and said that his C 
company believes in stressing the redy. P 
tions of lapses. 
L. Collins, vice-president of th 











New World Life, said that it was vey =" 
important that life insurance agency ably 
men should make play out of the wokmm. We 
of their agents. He said that the gener jm* 5" 
agents of the company were more in- ne 4” 
portant than any vice-president. “The am, r 
life insurance business,” he said, “is big- Sag 
ger than any individual company. ow great 
ow high 
now well 


APPOINTS TWO NEW CHAIRMEN 





President Collins of Insurance Advertis. 


ing Conference Announces Names of 
Membership Committee Leaders 





President E. A. Collins of the Insur- 
ance Advertising Conference announces 
the appointment of Bert N. Mills of the 
Bankers Life and Ray C. Dreher of the 
Boston as membership chairmen for the 
west and east respectively, succeeding MBwere inc 
Leslie F. Tillinghast, now  secretary- HMfailed in 
treasurer. surance | 

Mr. Dreher was chairman of the ex MMthey sho 
hibit committee at the Boston conven Himen in t 
tion and Mr. Mills has been active © MMjiving an 
conference affairs for some time. They Minot doin 
have a goal of 25 new members each stt Hithey find 
for them between now and the June, Mwhich th 
1926, convention, which in all proba Hthey are 
bility will be held at Philadelphia. — In vie 

The Conference finds itself on a solid amine tt 
foundation with added prestige every 
day. Sixty-two members were added to 
its roster during the term of the retir- 
ing chairman, and it should not be difi- 
cult, in view of the conference’s &- 
pansion, for the new chairmen to exceed 
this figure during the coming year. 





Life Man Charged With Fraud 


A warrant has been issued for the ar ‘ 
rest of Allan Macdonald, district ma- Di: 
ager of the Mutual Life of New York 
at Duluth, Minn., on charges of forgery 
and fraud. He left there Nov. 12 and 
has not been seen since. An investiga 
tion into his affairs is alleged to have 
uncovered criminal transactions exten¢- 
ing back two and a half years. In addi- 
tion to other questionable transactions, 
it is charged that he borrowed money 
from banks on policies alleged to have 
been forged. The money thus obtained 
is reported to have aggregated more 
than $110,000. The Bankers Association 
has placed detectives on his trail. 


1/ 


Unusual Lapse Record 


A remarkable record in the ordinaty 
course of business is claimed by the life 
department of Cravens, Dargan & (, 
managers for the Northwestern Nation 
at Houston, Tex. In October, 534 life 
premiums were due and payable. 
were taken care of by the policyholders 
except 14. The same month 13 policies 
which had previously lapsed were 
instated, thus giving a loss of but om 
policy. 

The lapse ratio for October therefore 
was less than .2 of 1 per cent, which * 
believed to be a record, considering tha 
no extra inducements were offered. — 
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Failed Because or join in some other atiusement. A | im he could not accomplish his day's | work. This may be one of the follow- 


hours. They are for work. The life un- | avoided or at least watched. 
derwriter must hedge himself about so 
that these distractions will not affect | Need Standard 
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is of the They Did Not Work circus is in town _or the movie or work as it should be done. | ing: To work so many hours a day, to 
of the JM Probably the reason this subject is | P°! toom calls. His = wants Be Must Guard Against make so many —_ a day, to have so 
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not doing as much as they should as | a constant call for him to do something | must, if you are to accomplish your} Many of these being known in advance, 
they find it difficult to apply the energy | other than attend to his own business. work, hedge yourself about with means | if it appears advisable to participate in 
which they know they should and which All these things have their proper time | which will protect your time. It is even | them, your schedule can be arranged 
they are Capable of doing. and place in the scheme of human af- more important that you do this than | accordingly. Most. of the ordinary 

In view of this, situation, let us ex- | fairs and some of them are necessary | the man in the office. He may have a/| things which break into one’s work can 
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M. A. NATION, Pres. 


E Universal Life Insurance Company 


+" Dubuque, Iowa 
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NOTICE 
Top Notch Contracts 


for six salesmen that are 
qualified to handle dis- 
trict agency in Missouri 
or Arkansas. In reply 
give reference. 


COMMERCIAL LIFE 
INSURANCE Co. 


305 Reliance Bldg. 
Kansas City - - - Missouri 
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YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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is to maintain your minimum day’s work 
and let only things of an extraordinary 
nature disrupt your program. 

It’ appears to be the concensus of 
opinion that the best time to plan a day’s 
work is the evening before. One of the 
items which should always be included 
is the time for planning the following 
day’s work. As a general rule it will be 
well to arrange to see prospects whom 
you expect to try to close in the morn- 
ings, leaving the afternoons for calling 
on new people. 

The reason for this is because people 
are fresh in the morning after the night’s 
rest. It is advisable to see the most im- 
portant prospects in the morning as you 
will then be able to do your best work, 
and it is equally important that you see 
your best prospects when they are fresh 
and consequently in a better frame of 
mind to make favorable decisions. The 
reason for this becomes clear when we 
look at it the other way. When a per- 
son is tired because of the day’s work 
or for some other reason he wants to 
quit. He does not feel like doing more 
than he has to. His initiative is at low 
ebb. . Actual experience has proven the 
theory; much the largest portion of 
business is written in the morning. 
Keep in Mind the 

Minimum Production 

There is a little thought which will 
help you carry out your day’s program 
after it is planned. That is to keep in 
mind that you have set yourself to the 
task of producing a minimum amount of 
business each week. Since a working 
week usually consists of 5% days, every 
one of those days must be made to count 
or the chances are that the week’s quota 
will be shy. 

In the last analysis the ability to work 
constantly and faithfully is a matter of 
self discipline. In view of the things 
with which the life underwriter has to 
contend, he must discipline himself or he 
cannot and will not make good. This 
is a fact which every man and woman 
in the business should face. 
Self-Discipline Requires 

Considerable Sacrifice 

To discipline one’s self means sacrifice. 
but sacrifice is one of the most en- 
nobling acts which we perform. There 
is nothing so helpful as doing what we 
should but do not like to do. The things 
which we can get for nothing are sel- 
dom worth while. We appreciate what 
we have to work hard for. 

One of the comforting facts about self 
discipline is that once it is acquired it is 
no task to continue. After you have ac- 
quired the habit of carrying out your 
program substantially as you make it 
out day after day, it will be easy to do 
it and the happy results will far more 
than offset the sacrifices which were re- 
quired to school yourself to do it. 


Edward Henshaw Dead 


Edward Henshaw, age 81, for 35 
years connected with the Preferred Ac- 
cident in Boston, and previously an 
agent of the New York Life for some 
15 years, one of the best known figures 
in the Boston insurance district, died 
Thursday night following .a shock sus- 
tained Wednesday. Mr. Henshaw, with 
his white beard and old school dignity, 
always immaculately attired, was known 
to every one in the Boston insurance dis- 
trict. He never missed a dav at the of- 
fice and was there all day Tuesday. He 
came of fine family, an uncle having 
been secretary of the navy under Presi- 
dent Tyler, and collector of the port 
of Boston. After a short experience in 
the paper and shoe binding business he 
was burned out in the Boston fire and 
turned to insurance, becoming an agent 
for the New York Life. He went with 
the Boston office of the Preferred Acci- 
dent 35 years ago and had been an agent 
in that company since, being its oldest 
agent. As senior director of the Hen- 
shaw Motor Company of which his 
son, Charles Henshaw, is president, the 
New England representatives of the 
Dodge Brothers car, Mr. Henshaw con- 
trolled a large amount of personal busi- 
ness. 





Companies That Are 
Writing Non-Medical 


HE following companies are now 
writing non-medical life insurance: 
Aetna Life, American Life of Michi- 
n, American National of Texas, Bank 
avings of Topeka, Connecticut Gen- 
eral, Connecticut Mutual, Continental 
Assurance of Chicago, Continental Life 
of Delaware, Equitable Life of Wash- 
ington, D. C., Franklin Life, Great 
Northern Life, Guardian Life, Jefferson 
Standard, Kansas City Life, Merchants 
Life, Metropolitan Life, Pacific Mutual, 
Prudential, Security Life & Trust, Trav- 


elers, Volunteer State, West Coast, 
Western & Southern and Mutual Trust 
Life. 


Non-medical insurance cannot be writ- 
ten in Arizona, Georgia, Mississippi, Ne- 
braska, North Carolina, Oklahoma, 
Washington, Idaho, Iowa and Massa- 
chusetts. 


Duffield U. S. Guarantee Director 


Edward D. Duffield, president of the 
Prudential, has been elected a director 
of the United States Guarantee of New 
York. 


L. J. McGovern 


The New World Life has appointed 
Lawrence J. McGovern as its general 
agent in Duluth, Minn., and offices have 
been opened at 605-606 Alworth build- 
ing. Mr. McGovern has had a successful 
life insurance experience, and he is now 
starting in to organize his new field. 


Outlines Indiana Plans 


The Columbus Mutual Life held an 
agency meeting in Indianapolis last 
Thursday afternoon and evening which 
was attended by President C. W. Bran- 
don from the home office. “Pop” Bran- 
don presided and outlined the plans 
which the company has for developing 
Indiana. Walter J. Dwyer was recently 
appointed general agent for Indiana and 
has a staff of some 20 men. 


Gives Venison Banquet 


N. E. Glassbrook, Michigan state 
manager for the Ohic National Life, 
plans a most novel affair for Michigan 
agents of the company. Mr. Glassbrook, 
who boasts considerable prowess as a 
nimrod, recently bagged a 220-pound 
buck deer in the northern part of the 
state, and he will put on a venison ban- 
quet. for the state’s Ohio National 
agency force at Lansing, Dec. 5. 


L. H. McDill Honored 


L. H. McDill, manager of the Nash- 
ville district of the National Life & 
Accident, was one of those on whom the 
33rd degree in Masonry was conferred 
at the recent session of the supreme 
council in Washington. 


Firemen Favor Retirement Plan 


A resolution was recently adopted by 
the Dominion Association of Fire Chiefs 
to benefit many Canadian firemen by 
means of a substantial retirement 
scheme. It is recommended in this reso- 
lution that all municipalities in Canada 
adopt the industrial retirement plan 
drafted by the Metropolitan Life, which 
plan is cooperative and is guaranteed 
through the issue of deferred annuities. 
The plan not only provides a life income 
for a fireman who retires at the age of 
65, but in the event of his retiring be- 
fore that age, he would receive every 
dollar he may have contributed. In case 
of total and permanent disability, he 
would receive twice as much as he has 
contributed to date. In the event of 
death, his beneficiary would be paid 
twice as much as he has contributed. 
The amount of retirement pension will 
vary according to age and amount con- 
tributed by each individual in the or- 
ganization. 


Bud Long. formerly of the Fisher 
Flouring Mills sale staff, has joined the 
American Life of Detroit at Portland, 
Ore. Mr. ng is widely known in civic 
circles of Portland. 


The Midland Mutual Life of Columbus, 
O., has been admitted to Virginia. 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


29 South La Salle Street, Chicage 








J H. NITCHIE 

e ACTUARY 

1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








HArrY C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


a w of Insurance a 


OKLAHOMA CITY 














Actuarial Service Insurance Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


54 Pine Street . . Sen Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 

















PROFITABLE PARTNERSHIP 
exists between this Company and_ its 
agents. The Head Office furnishes a lead 
service which permits agents to inter 
— ponees -~ known ”, be a S 

growth in ce Com 
business is reflected in the incr earn 
a of its agents. 
idelity is a low net-cost company op 

erating in forty states. Full_ level net 

emium reserve basis. Over Three Hun- 
ared. Miles. insurance in force—and 
growing rapidly. : 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 


ae 














MR. AGENT! 
Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 





STICK! WRITE THE HOME ore | 
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